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An important, exclusive article in Amer- 
ican Lumberman. See Page 14 for details 


Built-ins: the newest trend in kitchen design. . See page 32. 











look good. 
are good. 
cost the least 


Get more door sales by giving your 
customers more for their money .. . 


offer them FORD doors! 


Beautiful Ford Doors are of rigid high 
quality throughout—both in materials 
and construction—and this quality and 
beauty doesn’t mean higher prices! 
In fact, Ford’s fine features come at 
the least possible cost! 


Volume production and efficient buy 
ing and operational methods are the 
reasons why you can sell Ford doors 
ot a price so low that customer interest 
is immediately aroused. And when 
you show that there are no concessions 
of quality to price, you've got a sale! 


Write in today. Investigate this door 
that combines superior beauty and 
workmanship with minimum cost. Ford 
doors will sell fast for you—and bring 


consistent extra profits. 


All-Wood 7-Ply Construction to Resist Warpage, Add 


Strength and Rigidity. 


Attractive 3 Equal Ply | 20 Birch Veneers to Com- 
plement Any Room Decoration or Architectural Style. 


Warpage Limits Within Bureau of Standards Specifi- 
cations. Bonded With a Proved, Waterproof Glue. 


Two Lock Blocks for Hanging on Either Side. Easily 
Installed by Any Builder or Home Handyman. 


Precision Cut. Perfectly Sanded. Air Vents at Top 
and Bottom. 


Interior and Exterior Models for Homes. Apartments, 
Offices, Hotels. Schools. ete. 


Quality Materials and Construction Throughout 
Sells at Amazingly Low Cost! 


For outstanding value inquire today about Ford——the 
name of everything fine in flush doors. 


NORTHPORT i tisxwoon voor company 


NORTHPORT, MICHIGAN 


PHONE 2322 
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4 Use Kwikset Locksets with complete confidence: 


The more than 16,000,000 Kwikset Locksets that have 





gone into guaranteed service since 1946 are a testimonial.to the 
precision manufacturing technique that makes possible 


Kwikset’s unconditional guarantee. That is why 


THE ONLY GUARANTEE NEEDED IS 


ce, = 





ae 


A KWIKSET LOCKSET 


KWIKSET SALES AND SERVICE COMPANY « ANAHEIM, CALIFORNIA 





A COOL $' MILLION 


to jack-up your 


HOT WEATHER SALES 


of profitable 


FIR PLYWOOD! 


ADS IN 1,626 DAILY NEWSPAPERS! 


The biggest, most extensive and most concentrated newspaper cam- 
paign in the history of building products sales promotion! Six sales- 
stirring ads in 1,626 daily papers—aimed right at your customers. 


ADS IN NATIONAL MAGAZINES! 


Full-page ads in Saturday Evening Post, Life, Pathfinder, Popular 
Mechanics, Home Maintenance magazines. All tuned to bring you 
immediate sales of fir plywood—the most profitable item you can stock! 


ADVERTISING MATS FOR YOU! 


Yes—tie-in ad mats so you can feature fir plywood in your own ads 
while this big sales drive is on! Watch for the special mat-service in 


your mail—or write Douglas Fir Plywood Association, Tacoma 2, 
Washington—NOW! 


STOCK-UP—TIE-iIN! 


Be sure you have adequate stocks of fir plywood—both Interior and 
Exterior-type. See your jobber now and get a balanced inventory. You'll 
be ready for the biggest July-August plywood sales you ever had. 


ASK FOR DFPA-INSPECTED FIR PLYWOOD 


<These registered trademarks are your positive identification 
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NEWEST INSULATION FULLY 
INSULATES FROM 
END TO END 





Gives Every Fraction of an Inch Between Joists or Studs Maximum 
Protection Against Heat Loss and Condensation Formation. 





CLOSELY hugging for its en- 





tire depth the studs or joists to 
which its flanges are stapled, a 
new, improved form of aluminum 
insulation gives complete insula- 
tion coverage over the entire sur- 
face area it shields. The protec- 
tion afforded by multiple sheets 
of accordion aluminum against 
condensation formation and heat- 
flow is increased at the ends. 


Like its predecessor, this new 
form of multiple accordion alu- 
minum is prefabricated to create 
automatically a “blanket” of alter- 
nating layers of air, aluminum 
and fiber partitions as it is in- 
stalled. But this “blanket” is now 








NOTE 
COMPLETE END TO END 
INSULATION — 





of uniform depth. It has high re- 
flectivity and low absorptivity of 
heat rays; low conduction because of preponderant air 
spaces and insignificant mass. Its compartmented layers 
retard convection. Because of its slight mass there is 
little heat storage. It is virtually non-condensation- 
forming. A detailed discussion of “how aluminum insu- 
lates—and why,” will be found in “Thermal Test Coeffi- 
cients of Aluminum Insulation for Buildings,” published 
by the American Society of Heating and Ventilating 
Engineers. A free copy and samples of the new insu- 
lation on request. 


The new type of “complete coverage” multiple 
accordion aluminum is being made the standard Infra 
Insulation, Types 6-Sj, 4-S;. Large scale production and 
mechanical innovations bring costs to a low figure. 





INFRA INSULATION, INC. 
525 Broadway, New York, N. Y. © WOrth 4-2241 
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COST OF INFRA INSULATION INSTALLED 


in new construction between wood joists, material with labor, 
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Type 6-Si under 91/,¢ sq. ff. 
Type 4-Si under 7'/,¢ sq. ft. 
Type 4-5 Jr. under 7'/,¢ sq. ft. 


ene ae ES 
—_—— 


. NSULATION, INC. " 
a York, N. Y., Dept. U-¢- 


2 oadway, New | 
eat f new insulation and 


I le ase 5 end I REE samples 0 
py a f Aluminum 
Cc t 
; h le t Cc ic 
ce ft f T erm il Tes 0 fi jen s 0 


Insulation for Buildings. 
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Address———— 
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WASHINGTON REPORT 





Final Housing Bill Eliminates Chance for Lower Down Payments 


Chairman Capehart, of the Sen- 
ate Banking and Currency Commit- 
tee, has launched the Administra- 
tion’s proposed housing legislation. 

The bill started its Congressional 
career on June 10, and since a num- 
ber of provisions in effect at that 
time were due to expire on June 
30 there was no time to monkey 
along. So the Chairman told the 
Senate the committee had decided 
to limit the bill ‘‘to what is believed 
will not be controversial.’”” Even 
so, it isn’t at all certain at this 
writing that Congress will get 
around to dealing with housing be- 
fore adjournment. 

A couple of items urged by the 
building industry got left at the 
controversial junction. In the text 
of the bill there’s no provision for 
lowering down payments on houses 
covered by government - insured 
mortgages and no extension on the 
time those mortgages are to run. 

The Treasury and the Federal 
Reserve are said to be against such 
changes although several White 
House advisers, fearing that house 
building might get snubbed up too 
hard for the good of the national 
economy, went along with real es- 
tate and building industries in ask- 
ing for more liberal terms. 


No new ideas 


This new housing bill drops a 
few programs; but it deals largely 
with the continuation of agencies 
and undertakings now in operation. 
No new ideas; not more than about 
one new mechanism. 

It’s proposed to grant the FHA 
an additional $1,500,000,000 in 
commitment authority; for the 
mortgage insurance of housing, 
built for sale or for rental. The 
Federal National Mortgage Asso- 
ciation would be continued for a 
year but would be given no addi- 
tional funds for the purchase of 
FHA and VA insured mortgages. 
However, Fannie Mae is to be 
handed a fairly curious “one for 
one”’ sale and purchase formula; 
the mechanism mentioned above. 

It allows Fannie to extend credit 
to a builder to the extent that he, 
either personally or through his 
bank or any other contact, is able 
to sell or aid in selling the mort- 
gages Fannie already owns. Rather 
funny? Seems that way to this 
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page, too; but you never can tell. 
If a builder can sell Fannie’s mort- 
gages, why not just sell his own? 
Or maybe that’s the idea. 

Much disagreement about pres- 
ent and future effects of the gov- 
ernment’s so-called hard - money 
policies on new-house financing. Of- 
ficial figures don’t as yet reveal 
many, if any, bilious symptoms. 
Labor and Commerce say that new 
construction expenditures went up 


10° in May; that most of the Ap- 
ril-May gains were in private resi- 
dential construction and in road 
building, even though bad weather 
checked both lines. 

Road building didn’t really get 
into the game until mid-spring; 
showing a sudden gain of 50% in 
May. During the first five months, 
‘53 weighed in with a 6% gain in 
private construction as compared 
with the like period in ’52. 


Worry over mortgage shortage 


But despite this showing, there 
seems to be quite a lot of worry; 
especially over this possibility of a 
mortgage money shortage. Some 
of this unease may possibly be 
charged to political propaganda; 
although that’s a risky way to dis- 
count a warning. Senator Spark- 
man has been predicting that res- 
idence building would be reduced 
by 25% in the next twelve months 
by this shortage of loan money. 
And for that matter some builders 
and mortgage bankers are scared 
and are not trying to conceal the 
fact. 

There are reports of rising un- 
employment among building me- 
chanics in the far west; and it’s 


reported that quite a number of 
big insurance companies have 
withdrawn from the FHA and VA 
mortgage markets. 

But at the same time there seems 
to be ample money available in 
New England and New York for 
these guaranteed mortgages. Not. 
however, in many parts of the 
south and southwest and along the 
Pacific coast. As one financial 
writer puts it, “the mortgage- 
money market is the highly agi- 
tated tail to the kite of govern- 
ment fiscal policy.” There’s gen- 
eral agreement that the govern- 
ment hasn’t the slightest intention 
of changing those policies. At least 
not now. 


The latest Washington round-up 


President Whatley, of the Mort- 
gage Bankers Association of Amer- 
ica, has been doing some worrying. 
But he’s told his fellow bankers 
two things of special importance. 

First, that government insured 
and guaranteed mortgages at the 
new interest rate ‘‘compare favor- 
ably with the best securities the 
market affords.” Second, that lend- 
ers have a lot of responsibility in 
helping the public to get needed 
homes and at the same time to pro- 
tect the private-enterprise system. 
Tf money isn’t available through 
normal channels, we!l, Uncle Sam 
might begin making direct loans. 

Whatever difficulties there may 
be, it’s quite possible they’re the 
temporary chills and fevers issu- 
ing from this abrupt change in top 
Treasury policies. It'll all steady 
down. We hope. 


The country’s up against the 


worst grain storage beano, ever. 
The USDA estimates this year's 
wheat crop at 1,132,500,000 bush- 
els; and the carryover at 560,000,- 
000 bushels or a littie more. So 
the harried Department must find 
extra storage space for about a bil- 
lion bushels of wheat and corn. 
This is in addition to what is al- 
ready stuck around here and there. 


Storage dilemma 


Uncle says he’s obliged to buy 
more storage space; makes him as 
happy as being chased by an open- 
faced bulldog. He already owns 
storage facilities for 545,000,000 
bushels. Some of the surplus will 
be loaded onto ships in the reserve 
fleet; and the Department has been 
advertising for fan and motor as- 
semblies to cool and ventilate the 
stuff. 








— ry se oes 
=, NOW - the most complete 


FITS-ALL 


NO. 1 
SCREEN DOOR 
GRILLE 













—/Vie-WAY pusi crit 


Use alone or with No. 1 Grille. Will not rust or 
tornish, Made for both 32” and 36” doors. 
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FITS-ALL Ma-WAY 


sacs “SUPER” 
Ya134. Ee lole): PUSH GRILLE 


GRILLE Just what you need for 
aluminum doors! Sturd 
and ornamental, 16 
high—made for 32”, 
and 36” doors, 














FITS-ALL 


NO. 4 
SCREEN DOOR 
GRILLE 


screen door grilles. 

Please order separately * 
‘—ornaments not pucked : 

with grilles, 


ACHLANBURS DERS— 

DEALERS-- ORDER NOW" HARDWARE, LUMBER 
CULES Your order will be shippe SOLD AT ALL HA ' ~ 
 speonane same day received! AND BUILDING SUPPLY DEALER 
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colorful shadow lines, 
Not packed with 
grilles — please order 
separately, 
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Here's ao kitchen with brightness 

fulness built right in. Panels flood working 
surfaces with soft diffused daylight, yet keep 
the room shielded trom outside view. Soil 


marks, even splattered grease, rub right off 


P_ with brick... 


Insulux Glass Blocks go in right 
along with the t of the masonry 
Here a panel b s needed light 
for living room 4 entrance 


without sacrific privacy 


Glass blocks are handled in the same 
way as cement blocks — same mortar 
same laying technique . go in at the 
same time. Two 8"’ glass blocks can be 
substituted for one standard cement block. 


Here’s traditional charm that says 
‘‘come in, you're welcome.’ This 
panel of random clear glass block 
retains all of the charm of this 
colonial doorway adds to its 
antique feeling 


Glass block ‘bollongs" with 
wood or brick... 


TRADITIONAL OR MODERN 


WuerHer A HOME is wood, brick, stucco 
or stone whether it is ranch or split 
level traditional or modern, it can 
have the advantages of panels of Insulux 
Glass Block®. Patterns are available in a 
wide variety that “go” with any archi- 
tectural design 


What other material offers you the op 


portunities to create such interesting, new 


architectural eftects that are so decorative 


so usetul . yet so practical? 


Start to plan now to use this versatile, 
practical building material in your homes. 
Write to Insulux Glass Block Divisien, 
Kimble Glass Company, Dept AL-6, Box 
1035, Toledo 1, Ohio, and get complete 
information about the many advantages 
Insulux can bring to the homes you build 


KIMBLE GLASS COMPANY 


Toledo 1, Ohio— Subsidiary of Owens-Illinois Glass Company 











NEWS BRIEFS 





Building costs rising . . . with the government’s wholesale price 
index for all building materials up another 0.6 point during April to 119.9% 
of the 1947-1949 average. Biggest increases were reported in concrete 
and gypsum products, with smaller rises in structural clay products and 
lumber and wood items. 

Still a huge veteran market ... and Korean veterans are returning 
civilian life at a rate of more than 2,000 a day. There are now over 
16,500,000 Korean and World War II veterans, and only about 3,000,000 
have used their GI home-buying rights. 


Ease VA gratuity payments ... and the Veterans Administration 
has removed restrictions on how its 4° gratuity payment on GI housing 
loans may be applied. The payment, limited to $160, may now be used to 
pay all or part of the first year’s taxes, to pay the first mortgage install- 
ments, or in other ways. Formerly, it had to be applied to reduce the 
principal. 

New movie available . . . showing the latest construction techniques, 
including tilt-up walls, roof trusses and interior storage wall-nonbearing 
partitions has just been completed by the University of Illinois. Write the 
Small Homes Council, University of Illinois, Urbana, Ill., for details. 

Steel no longer sets pattern ... so don’t regard the 8'5¢ increase 
as a guide for all industry this year. As the boost comes countless firms 
are reducing wages as competition grows. Unless union leaders and econ- 
omists miss their guess, this is going to be the trend for the next six 
months, Korean truce or no. If this is right, then 1953 will turn out to 
be a year of mostly modest gains for workers, probably averaging nation- 
wide just over seven cents. 

Deflation is healthy and overdue ... that’s the view of Henry Hei- 
mann, executive secretary of Credit Men, in his monthly business review. 
As signs of an impending deflation, he cited the drop in commodity prices, 
the decline in farm income, the greater effort needed to sell autos and 
homes, and the surplus in the appliance market. He suggests a more care- 
ful credit policy, efficient production and intensive selling drives for the 
future months ahead. 

Fire losses could be cut 50% ... if Americans were more careful 
in their smoking habits and maintenance was improved, according to James 
S. Kemper, chairman, American Manufacturers Mutual Insurance Co. Fire 
losses in 1952 reached an all-time high of $784,953,000, he said. Kemper 
recommended making chimney repairs, installation of fire extinguishing 
equipment and the like as part of normal housekeeping routine. 

ICC drops free demurrage ... that’s for Saturday which now will be 
considered the same as any other day of the week. The new ICC order 
eliminating Saturday as a “free’’ day will be in force through August 31, 
1953. 

Back to old grounds for plastering .. . with the FHA and VA now 
insisting on the old minimum standards of 7%”. This has not been en- 
forced for years and it will mean that dealers will have to provide these 
grounds as well as a 5°.” thickness jamb, which means two stocks—one 
for conventional building, one for government financed jobs. 

Watch the itinerant truckers .. . and especially the growing treated 
post racket. Kansas dealers especially had to fight this type of business 
last year and are only now getting it under control. 
up in many other middlewestern states. The so-called treatment is so 
slight that it is hardly more more than a discoloration. Usually the pre- 
servative is kerosine or cheap, dark oil. Warning all farmer customers is 
hoth good business and a service to the community. There's also a flood 
of complaints on the ‘‘model” home racket in selling siding and insulation. 

New forest products laboratory ... for California is being construc- 
ted as an addition to the School of Forestry, University of California, at 
Berkeley. When it is ready in the summer of 1954 research will cover 
wood seasoning, decay prevention and all phases of wood utilization. 

Residential repair and remodeling big business ... and recent studies 
indicate that 1953 volume will exceed earlier estimates for the year by at 
least 50°7. It’s running at about six and a half billion doilars and deter- 
mined promotion by dealers could easily boost this figure another billion 
or more. With new home starts slackening this type of business is bound 
to be more important in the months just ahead. 


It is now showing 
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May Housing Starts 
Off 3,000 from April 


Housing starts of 107,000 during 
May were 3,000 units below the 
April figure, the first May-April 
drop since the end of World War 
II. 

The figures are preliminary es- 
timates by the Bureau of Labor 
Statistics. 

The department said that while 
the decline was slight, a rise had 
been expected in May as a result 
of a hike in Federal Housing Ad- 
ministration mortgage rates. These 
rates were boosted early in May. 


Public housing drops 20% 


A breakdown of the 107,000 fig- 
ure shows that privately owned 
dwellings accounted for 104,000 of 
the units started, a little less than 
the April figure of 106,000 but the 
greatest May volume since the 
record in 1950. The balance of May 
housing starts were in the public 
housing field, and they were off 
20°7, from April. 

The department said that all sec- 
tions, except New England, shared 
in the decline. It noted that May 
was marked by heavy rainfalls, 
which might have prompted build- 
ers to delay their projects. 

During the first five 
1953, a total of 465,300 new dwell- 
ings were begun, compared with 
462,300 in the like 1952 period. 
Private housing started so far this 
year total 440,900 units, about 
16,100 ahead of last year. But the 
number of public housing units 
started, 24,400, was 13,100 below 
last year’s volume for the first five 
months. 


months of 
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Wages in Building 
Trades Little Changed 


Union hourly wage scales of 
building trades workers remained 
virtually unchanged during the 
first quarter of 1953, the U.S. Dept. 
of Labor’s Bureau of Labor Statis- 
tics announced on the basis of its 
quarterly survey of seven major 
building trades in 85 cities. 

Higher pay scales were reported 
for at least one craft in about two- 
fifths of the cities studied. About 
8% of the 585,000 construction 
workers covered in the survey were 
affected by such increases. 

The advance amounted to three- 
tenths of 1% for the quarter and 
6% for the 12-month period end- 
ing April 1, 1953. During similar 
periods ending April 1, 1952 and 
April 2, 1951, the advances were 
4% and 7%, respectively. Union 
construction trades hourly wage 
scales have advanced approximate- 
ly 28% above the average for the 
three years 1947-49. 

The Bureau's estimate of the av- 
erage hourly wage scales of union 
building trades workers was $2.62 
on April 1, 1953; 33¢ and 41¢ above 
the levels on July 3, 1950 and Jan- 
uary 3, 1950, respectively. 

Electricians registered the great- 
est gain during the quarter, with 
increases averaging 1.6¢ an hour 
for all workers in the trade. Slight- 
ly over a third of the increases 
amounted to either 10¢ or 12.5¢ an 
hour; one of every six was 7.5¢ 
and a similiar proportion was 15¢. 

Estimated increases in union 
rates from January 2, 1953 and 
rate levels on April 1, 1953 in 85 
cities are shown below. 


Rate Level 
April 1, 1958 


Trade Low Average High 
Bricklayers $2.50 $3.23 $3.65 
Carpenters 2.00 2.74 3.40 
Flectricians 2.16 2.94 3.45 
Painters 1.65 2.61 3.00 
Plasterers 2.25 3.18 3.65 
Plumbers 2.23 2.93 3.30 


Bldg. Laborers 90 1.81 2.56 


USDA Extends 
Form Storage Loans 


The U. S. Department of Agri- 
culture announced this week a one- 
year extension of time, through 
June 30, 1954, in which farmers 
may obtain Commodity Credit Cor- 
poration loans to finance the con- 
struction or purchase of new farm 
storage facilities for grains and 
other storable crops. 

This program, initiated in June, 
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Building Trades Wage Scales in Leading Cities 


The wages listed are for key cities. The complete survey covers 85 communities. 
Brick- Carpen. Electri- Paint- Plas- Plumb- Bldg 
City 


layers ters cians 


Atlanta, Ga. 2.900 


Boston, Mass. 3.000 
Charleston, W.Va. 3.150 


25 2.900 
575 2.800 2.350 2.600 2.750 1.650 


ers terers ers Laborers 


2.350 2.750 2.350 2.625 2.900 1.200 
Baltimore, Md. 3.200 2.580 2.875 
2.6 

2. 


2.250 2.875 2.800 1.490 
2.400 3.050 2.850 1.930 


Chicago, Il. 3.175 2.950 3.030 3.000 3.300 3.000 2.150 
Cincinnati, O. 3.120 2.700* 2.900 2.430 2.900 2.725 1.920 
Cleveland, O. 3.120 3.075 3.075 2.700 3.075 3.045 2.325 
Dallas, Tex. 3.500 2.488 2.750 2.350 3.438 2.763 1.325 
Denver, Colo. 3.450 2.625 2.900 2.390 3.300 2.970* 1.725 
Des Moines, Ia. ... 3.300 2.625 2.800 2.240 2.625 2.900 1.910 
Detroit, Mich. 3.130 2.880 3.050 2.625 3.130 2.825 2.130 
Duluth, Minn. 2.790 2.350* 2.650 2.250* 2.750 2.500 1.700 
Grand Rapids, 

Mich. 3.150* 2.420 2.800 2.130 2.750 2.680 1.700 


Indianapolis, Ind. 3.150 2.680 2.825 2.475 2.900 2.900 1.800 


Kansas City, Mo. 3.500 2.550 2.800 


2.450 3.175 2.900 1.880 


Los Angeles, Cal. 3.175 2.570 3.000 2.560 3.438 2.900 1.940 
Louisville, Ky. 3.065 2.550* 2.850 2.310 2.875 2.775 1.700 
Memphis, Tenn. | 3.150 2.375* 2.825* 2.313* 3.000 2.925*  1.250* 
Miami, Fla. 2.900 2.650 2.900 2.470 2.900 2.900 1.300 
Milwaukee, Wis. 3.065 2.790 2.780 2.400 2.900 2.800* 2.125* 
Minneap’l’s, Minn. 3.050 2.550 2.650 2.400 2.900 2.700 1.820 


Newark, N. J 


3.650 3.400 3.450 3.000* 3.650 3.250 2.560 


New Orleans, La. 2.950 2.320 2.650+ 2.125* 2.625* 2.650 1.300 


New York, N.Y....3.550 3.150 3.300 2.830 3.500 
Oakland, Calif. 3.250 2.600 2.950 2.600 3.540 


3.250 2.200 
3.000* 1.850 


Okla. Citv, Okla. 3.500 2.525 2.750 2.215+ 3.300 2.800 1.600* 
Omaha, Nebr. 3.000 2.425 2.730 2.2A0* 2.800 2.800 1.690 
Philadelphia, Pa. 3.350 2.900 3.400 2.525* 3.400 3.135 1.750 
Pittsburgh. Pa. 3.400 3.000 3.350 2.730 3.300* 3.300* 1.990 
Portland, Maine | 2.660 2.000 2.160 1.650 2.660 2.40 1.470 
Richmond, Va 2.990 2.050 2.500 2.000 2.685* 2.625 1.150* 
St. Louis, Mo 3.459 2.900 2.900 2 7A 3.175 2.900 1.970 
St. Paul. Minn. 3.050 2.550 2.650 2.400 2.900 2.700 1.829 


Salt Lake City, 


Utah ‘ 3.000 2.150 2.700* 2.200 2.750 2.659* 1.600 


San Francisco, 


Cal. 3.400% 2.600 3.000 2.600 3.275 2.900 1.850 
Savannah, Ga 2 B2A* 2.150 2.650 2.000 2.240 2.750* 1.000 


South Bend, Ind. 3.000 2.545 2.655 


2.380 2? 875 2.855 1.940 


Svokane,. Wash 2 2AN* 2.600* 2.710 2.4450 R.19K* 2.70 2.000 
Toledo, Ohio 2.140 2.820 3.040 2 640 2.085 2.040 2.160 
Tulsa. Okla. 3.450* 2.625 2.825 2.400 3.240 2.910* 1.600* 
Washington, D.C. 3.300 2.875 3.000 2.670 3.425 2.90 1.759 


*Renresente an increase 
tRevised rate 


1949, has been extended from time 
to time for the purpose of increas- 
ing farm storage space and of eas- 
ing the pressure on transportation 
facilities. As of March 31, 1953 a 
total of 34.263 loans of approxi- 
mately $40.548,000 had been ap- 
proved for farm storage structures 
having an aggregate capacity of 
over 142,000,000 bushels. 


FHA Revises Roof 
Rafter Requirements 


Home builders now can _ benefit 
from all the advantages of clear 
span roof construction, as a result 
of the Federal Housing Adminis- 
tration’s recent revision of its re- 
quirements for installing partitions 
in one or two-unit dwellings, ac- 
cording to Alden K. Smith, sales 
manager of Timber Engineering 
Company, research affiliate of Na- 
tional Lumber Manufacturers As- 
sociation. 

In its revision No. 40 to MPR 


in rates hetween January 2, 19°3 and April 1, 1953 


408-G-3, just released, FHA cer- 
celled the traditional requirement 
that the top plate of nonbearing 
partitions must lap over the under 
plate of the exterior wall. 

“FHA’s cancellation of this re- 
quirement enables builders to have, 
for the first tiem, full benefits for 
which clear span construction was 
designed,” said Mr. Smith. 

“Wood frame trussed rafters 
rest on exterior walls only, and 
eliminate all load bearing parti- 
tions. 


Akron Mayor Named 
Public Housing Chief 


President Eisenhower has nom- 
inated Charles Slusser, mayor of 
Akron, to be commissioner of the 
public housing administration. 

Slusser, 55, succeeds John T. 
Egan, whose resignation was ac- 
cepted recently. Slusser, a Repub- 
lican, has been mayor of Akron 
since 1944. 
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"AMF IDE WALT is the finest 
all-around saw I've used in 57 years!” 


“I’ve been in the lumber and woodworking business for 57 


et e 
years. Take my word for it, De Walt’s the best. That holds dat WOd F ( ls 
by design 


true whether you need a saw to make one or many cuts. ARE BETTER 

“De Walt" is not only a perfect cut-off saw, but I’ve used it 

to rip, bevel, miter, plough, shape and make other cuts. And 

it adjusts easily to make any cut, quickly and accurately. DeWattInc. | Lancaster, Pa 

“I’ve used this De Walt for the past 12 years. All that time 

it’s done heavy service, 8 hours a day. What’s more, it’s 

needed no maintenance. 

“It isn’t often that a machine gives you perfect perform- 

ance day after day, year after year. That’s why it’s such POWER SAWS 

a pleasure to use De Walt, it does just that.” FD CE ND CNS ES CAD GES CNS GS ED Ge GD GD el GD a a aE G 
» DE WALT Inc. Dept. AL-53-6, Lancaster, Pa. 

De Walt’s unmatched speed, versatility preci- 

sion and safety can save you time, money and 

labor in your operations. See your AMF De Walt 

dealer for full details. 


Please send complete information on the 
De Walt Radial Power Saw line. 





ADDRESS 
Increase your all-around efficiency. MAIL THIS COUPON TODAY. 


city ZONE STATE 


l 
! l 
l 1 
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| NAME 
) ! 
I ! 
I | 
! : 
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S. E. Thompson 


Thompson to Head 
Douglas Fir Plywood 


More than 250 plywood leaders 
in annual meeting at Gearhart, 
Ore., late in May elected S. Eberly 
Thompson of Portland, Ore., pres- 
ident of their trade association 
amid plans for a series of smash 
advertising campaigns that will 
triple the scope of fir plywood pro- 
motion in the second half of the 
year. Thompson is a vice-president 
and director of M and M Wood 
Working Co. His election followed 
the keynote speech by B. V. Han- 
cock, cutgoing president of Doug- 
las Fir Plywood Association, in 
which Hancock called for an in- 
tensive sales effort to broaden all 
markets for plywood. 

Hancock, executive vice-presi- 
dent, Cascades Plywood Corp., an- 
nounced that despite an average 
weekly production of 70 million 
square feet, the industry’s total 
backlog of unfilled orders is still 
close to six weeks. However, he 
pointed to the industry's expanded 
capacity and said that sinec the be- 
ginning of 1952, the number of 
plants has increased from 76 to 87. 
Ticking off his points one by one, 
Hancock declared: 

“Markets for more plywood can 
be found, but they must be sold. 
We need more intensive industry- 
sponsored sales promotion and 
more effective sales techniques by 
individual manufacturers.” 

New plywood promotions 

Then he outlined a series of con- 
templated promotions including a 
big midsummer advertising cam- 
paign behind exterior fir plywood 
for outdoor storage units, carports, 
small boats and structural applica- 
tions in homes and commercial 
buildings. 
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The campaign will be followed, 
he said, with a $100,000 jobber 
salesmen’s contest intended to en- 
list the nation’s 3,500 plywood 
salesmen in a concerted sales ef- 
fort. And in the fall months, the 
manufacturers will institute two 
more big national promotions - 
one a campaign built around eight 
practical, low-cost plywood = stor- 
age units and another keyed to in- 
creased dealer sales in the Christ- 
mas market. 


New specialty panel 

At the same time, the plywood 
leader announced plans for intro- 
duction this fall of a new plywood 
specialty panel designed for mod- 
ern architectural trends. Hancock 
said the new material is intended 
to tan markets’ never’ before 
reached with standard grades of 
fir plywood. 


Other officers elected 

Elected with Thompson as new 
officers of the association were: 
vice - president. H. B. Garricon, 
vice-president, Evans Products Co.. 
Coos Bay, Ore.: secretarv. R. A. 
Neumann. president. Elliott Bav 
Mill Co.. Seattle. Wash.: and treas- 
urer. Arthur Berggren, general 
manager, Puget Sound Plywood. 
Ine.. Tacoma Wash. 

New trustees elected included: 
Monford Orloff. general manager 
Mt. Baker Plywood. Ine., Belling- 
ham, Wash.: Georre TD. Jaynes 
general manager. North Pacific 
Plywood, Ine... Tacoma: Rohert 
Reggs, nresident. Roddis Plywood 
Cornoration. Marshfield Wis.: and 
F. L. Foval. manaver factory sales. 
The T.ong-Rell Lumber Comnany, 
Longview, Wash. 


Northern Hemlock and 
Hardwood Men Meet 


The annual meeting of the 
Northern Hemlock and Hardwood 
Manufacturers Association was 
held at Kine’s Gateway Hotel. Land 
‘O Lakes, Wis.. recently with 115 
persons attending. 

Past Presidert A. FE. Swanke 
presided over the sessions in the 
ahsence of both Precident Rohert 
W. Lvons and Vice President C. D. 
Zavcelmeier. 

Members were of the _ oninion 
that lumber and veneer markets 
are stronger. that enavernment 
methods revarding timber sales 
might he improved unon, that there 
is a brivht outlook for school and 
commercial construction and thet 


plastics are creating increased com- 
petition in the field of television 
cabinets. 

Robert W. Lyons, Wm. Bonifas 
Lumber Co., Neenah, Wis., was re- 
elected president and C. D. Zagel- 
meier, Michigan Pole & Tie Co., 
Newberry, Mich., was re-named 
vice-president. The treasurer is 
W. W. Gamble, Jr., Yawkey-Bis- 
sell Hardwood Flooring Co., White 
Lake, Wis., and O. T. Swan, Osh- 
kosh, Wis, continues as secretary- 
manager. 


NMLA Appoints 
Reece Code Consultant 


Norman H. Reece, 32, former 
staff architect for the National 
Academy of Sciences, has been ap- 
pointed northeastern building codes 
consultant for the National Lum- 
ber Manufacturers Association, ac- 
cording to Leo V. Bodine, executive 
vice president. 

Reece succeeds Frank H. Alcott, 
NLMA building codes consultant 
and structural engineer for 17 
vears, who died last March. His 
headquarters will be in New York 
City. 

Reese has 16 years’ experience 
in construction and allied trades, 
inciuding nearly three years with 
the Navy during World War II. 
Most of his experience was gained 
in Florida in the Miami Beach- 
Coral Gables area as an architect 
and designer-draftsman. 





Operating Statements Analyzed 


In response to American Lumber- 
man’s offer, scores of dealers sent us 
their 1952 operating statements for 
complete analysis. 

After these statements were analyzed 
individually, the entire group (com- 
pany names eliminated) was turned 
over to Fields and Fields, certified pub- 
lic accountants, Chicago, for group 
analysis. 

The detailed results of this analysis 
are revealed in an important article in 
American Lumberman’s next issue — 
July 13. It’s entitled, “How Does Your 
Operating Statement Stack Up?” You 
won't want to miss it. It’s another 
American Lumberman exclusive! 
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FOR 
SINK-TOPS 
AND WALLS 


Secured with Moldings 
Installed with Hand-Tools 


Sn 





You can SELL IT with confidence 
Your customers can INSTALL IT with confidence 


At last! A quality plastic surface that builders and 
home-owners can install! 

Do-It-Yourself Panelyte is its mame—made extra 
thick—a full 1/10”. Here are four good, solid reasons 
why this high-pressure laminate is so easy to install... 

1.HUGS THE SURFACE. 


curve—no pressure, no clamps, no sandbags, no 


Thanks to an engineered 


bracing. Can be used with or without adhesives. 

. ECONOMICAL. Goes over any reasonably smooth 
surface, including an old one. Extra thickness 
means you can use less perfect base material. 
TOUGH, DURABLE! High-pressure laminated plas- 
tic throughout! Chance of breaking during han- 
dling and cutting reduced to a minimum. 

_ LARGE SHEET SIZES. Do-I7-YourSsELF PANELYTE 
comes in sizes up to 4’x 10’ for fewer joints and 
more one-piece surfaces. 

RESULTIOnly a few simple hand-tools are needed to 
install Do-It-Yourself Panelyte. Only a few simple in- 
structions need be followed. 


DO-IT-YOURSELF 


PANELYTE 


HIGH-PRESSURE LAMINATE 


You can have complete confidence in Do-It-Yourself 
Panelyte’s ease of installation—and you can have com- 
plete confidence in its QUALITY. Smooth, beautiful 
and durable, this plastic surface lasts a lifetime. It re- 
sists stains, cigarette-burns, abrasions—it will not peel. 
And it’s the easiest surface imaginable to keep clean 

Do-It-Yourself Panelyte is a new form of Panelyte. 
In original 1/16” thickness, Panelyte has proved itself 
for years—in homes, stores, restaurants, hotels, insti- 
tutions and other shop-fabricated applications. 

You can have complete confidence, too, in the manu- 
facture of Do-It-Yourself Panelyte. Both thicknesses 
of Panelyte are made by St. ReGis PAPER Co.—famous 
for paper and plastic products of highest quality. 


You'll Seil Many Additional Items 


Sell Do-It-Yourself Panelyte over the counter and 
watch companion items move. You'll sell moldings 
and sink-frames—probably plywood, tools and cabinets. 

For samples and stock, contact your nearest distribu- 


tor. For complete information, send coupon, now. 


Panelyte Division 


The Decorative ' 
ST. REGIS PAPER CO ee 


le Staety fraeT ~—— 7e 4407 
230 Park Ave., New ‘ork 17, N. Y. ed 


Please send me information about Panelyte and 
how | can make some money selling it. 


Name 
Firm Name 


Address 


ATTENTION, WHOLESALERS! Some choice Panelyte territories still open. if 
you went mere information ebout the profitable Panelyte line, contact us today. City Zone Stat 
‘ erie + e 
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Here they are...exciting new additions to 


Now, bag even bigger profits 
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with these 


easy to place... 
easier yet 
to profit with! 


So well received by the trade were the initial 
Bulls-Eye displays that Yale has decided to go 
all out—give you an even bigger selection of 
these mighty merchandisers! Like the originals, 
the new Bulls-Eye merchandisers are easy to 
place, easy to profit with! Have high visibility, 
bright appealing colors, handsome transparent 
packages and do maximum selling in a mini- 
mum of space! Ask your distributor about the 
extra profit in these new quick profit merchan- 
disers, today. 
The Yale & Towne Mfg. Co., Stamford, Conn. 


Yale Lock and Hardware Division 


“Registered in U.S. Patent Office 


YALE & TOWNE 


Buttptnc Propucts MERCHANDISER 
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Merchandisers 
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New Merchandising 
Idea Pays Off 


Stamford, Conn.—Because of the 
lack of room in today’s busy 
stores, Yale & Towne has created 
a new display card especially de- 
signed for maximum selling with 
a minimum of space. One of the 
many benefits of this type of 
merchandisers is that it allows 
the retailer to take greater advan- 
tage of the so-called quick-profit 
area near the cash register. So 
well received by the trade were 
the Bulls-Eye Merchandisers that 
it was decided to extend the idea 
to include more of this famous 
line of hardware. 


This is your 
Quick-Profit Area 
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Residence roofed with "Century" #30 Surf Green asbestos-cement shingles. 


BEAUTIFUL ROOFING! PROFITABLE ROOFING! 
\\ rT 








ASBESTOS-CEMENT ROOFING SHINGLES 


SELL “Century” shingles—a profitable roofing material owners find “Century” shingles appealing. K& M makes 


that appeals to beth home owners and builders. To the them in several different styles and in several attractive 
home owner “Century” shingles offer durable beauty at colors with various surface textures and butt lines. 
lov st the bi . . , i , : ; : 
ow cost. To the builder they mean quick and easy appli And now for the important question of cost. “Century” 
cation, and certain customer satisfaction. Here’s why: shingles are truly economical because they go up quickly 
, and easily, because they never need protective paint, 
As far as durability goes, these asbestos-cement shingles : : 4 
because they require virtually no maintenance, because 


are almost stone-like in their permanence. They resist - 
they last indefinitely. 


sun, rain, vermin, and insects. Temperature changes 
won't harm them. They won’t burn, rot, or corrode. In short, there isn’t a better roofing value anywhere! 


Ask the K&M distributor in your area to show you the 
\s for beauty—well, you have only to see these attrac- 


fast-selling line of “‘Century’’ asbestos-cement shingles, 
tive 


shingles gracing a fine home to appreciate why home or write us for further information. 





AMERICA’S FIRST MAKER OF ASBESTOS-CEMENT SHINGLES 


KEASBEY & MATTISON 
COMPANY « AMBLER « PENNSYLVANIA 
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Evans’ policy will pay off for you whether you 
are a distributor, dealer, or user of Douglas Fir 
Plywood. Under this policy Evaneer sales are 
handled by recognized distributors — who can 
properly serve the specialized needs of dealers, 
and through them, the ultimate user. 


A SOLID BASE FOR 
PROFITS IN PLYWOOD 


poLicy 


plywood 


EVANEER pistriBuTIO 


las Fir 


1. tvons backs distributors ond dealers with 


aggressive merchandising and promotion material. 


1. vor, on Associate Member of the National 
Piywood Distributors Association, actively par- 
cipates in plans and programs to enhance the 


Mobility and strengthen 
fahed monutoctur Me structure of the estab- 


«distri 
ot plywood deisdigg nt "deoler method 





Evaneer from Evans’ own stands of timber, 
produced in Evans’ mills, shipped prompt- 
ly and dependably has made “Evans” mean 
“a good source of supply” for all standard 
grades of Interior water-resistant and Ex- 
terior water-proof Douglas Fir Plywood 
Evans Products Company, VW estcrn Divi 
sion, Dept. S-6, Plymouth Vichiqan 
Vills at Coos Bay, Ore Rosebura, Ore 
Vancouver, B.C 


DOUGLAS FIR PLYWOOD and W000 PRODUCTS és 


MEMBER + DOUGLAS FIR PLYWOOD ASSOCIATION 


BuiLpInGc Propucts MERCHANDISER 


EVANEER- EXT- DFPA - PLYSHIELD « A-C 
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Good contemporary homes must be both beautiful 
and functional. The primary functions of windows 
are to let in light and to permit a free choice between 
ventilation or weather protection. No windows are 
more beautiful or more functional than R-O-Ws. 
Only R-O-Ws have the patented R-O-W feature. 


R*O-+W SALES COMPANY 


20 


1332++68 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 


YOUR R-O-W MANUFACTURER IS... 


ALABAMA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


ARKANSAS { 
CENTRAL ReOeW DISTRIBUTORS OF ARKANSAS \ 
North Little Rock, Arkansas \ 


CALIFORNIA 
CALIFORNIA BUILDERS SUPPLY, INC 
Richmond, Fresno, Sacramento h 
T. M. COBB CO. 
Los Angeles, San Diego 


COLORADO 
LUMBER DEALERS, INC. 
Denver, Colorado 


CONNECTICUT 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 


DELAWARE & DISTRICT OF COLUMBIA 
DEALERS WAREHOUSE SUPPLY CO., INC. 
Baltimore, Maryland 


FLORIDA 
V. E. ANDERSON MFG. Co. INC. 
Bradenton, Fla. 


GEORGIA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


IDAHO 
BOISE SASH & DOOR, INC. 
Boise, Idaho 
JOHNSON BROS. PLANING MILL CO 
idaho Falls, Idaho 1 


ILLINOIS 
V. E. ANDERSON MFG. CO., INC 
Owensboro, Kentucky 
IMSE-SCHILLING SASH & DOOR CO. 
St. Louis, Missouri 
ReOeW WINDOW CO. 
Joliet, Iilinois 


INDIANA 
V. E. ANDERSON MFG. CO., INC 
Owensboro, Kentucky 
ReOeW WHOLESALE DISTRIBUTORS, INC 
Norwood, Ohio 
ReOeW WINDOW CO. 
Joliet, illinois 


IOWA 
ANDREW A. KINDEM & SONS, INC 
Minneapolis, Minnesota 
WISCONSIN WINDOW UNIT CO 
Merrill, Wisconsin 


KANSAS 
MARTIN MATERIAL CO. 
Kansas City, Missouri 


KENTUCKY 
V. E. ANDERSON MFG. CO., INC 
Owensboro, Kentuck 
ReQeW WHOLESALE DIST., INC. 
Norwood, Ohio 


MAINE 
GENERAL WOODCRAFT CO., INC | 
North Bergen, New Jersey 


MARYLAND 
DEALERS WAREHOUSE SUPPLY CO., INC 
Baltimore, Maryland 


MASSACHUSETTS 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 


MICHIGAN 
FLINT SASH & DOOR CO. INC. 
Flint, Saginaw, Michigan 
PORTER-HADLEY CO. 
Grand Rapids, Michigan 
ROYAL OAK WHOLESALE CO. 
Royal Oak, Michigan 


MINNESOTA 
ANDREW A. KINDEM & SONS, INC 
Minneapolis, Minnesota 


MISSOURI 
IMSE-SCHILLING SASH & DOOR CO 
St. Louis, Missouri 
MARTIN MATERIAL CO. 
Kansas City, Missouri 


MONTANA 
FALLS WINDOW & CABINET SHOP 
Great Falis, Montana ; 
INTERSTATE LUMBER CO. ‘4 
Missoula, Montana 
WESTERN BUILDERS 
Billings, Montana 


NEBRASKA 
THE SOTHMAN CO. } 
Grand Island, Nebraska 


NEW HAMPSHIRE j 
GENERAL WOODCRAFT CO., INC. { 
North Bergen, New Jersey : 


NEW JERSEY j 
GENERAL WOODCRAFT CO., INC ; 
North Bergen, New Jersey = 
JOHNSON & WIMSATT, INC. 
Westville, New Jersey 
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YOUR R-O-W MANUFACTURER IS... 


NEW YORK 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 
A. ROBERSON & SON, INC 
Binghamton, New York 
THE WHITMER-JACKSON CO., INC 
Buffalo, Rochester, New York 


NORTH CAROLINA 
} DALTON-BUNDY LUMBER CO., INC. 
j Norfolk, Virginia 
MILLER MILLWORK CORP 
h Charlotte, North Carolina 
ReOeW DISTRIBUTORS 
. Rocky Mount, Virginia . 
NORTH DAKOTA 
JACK R. KINNARD & CO. WITH 
OHIO 
. FABROW MFG., INC. 
Toledo, Ohio 
THE MAHONEY SASH & DOOR CO BUILDERS 
Canton, Youngstown, Chio 
ReOeW WHOLESALE DISTRIBUTORS, INC , 
























Minot, North Dakota 
Norwood, Ohio 































OKLAHOMA 
LUMBERMEN’S SUPPLY CO. 
‘ Oklahoma City, Oklahoma 
‘ OREGON 
( ACME MILLWORK, INC. 


Kirkland, Washington 
SPOKANE SASH & DOOR CO. 
Spokane, Washington 


PENNSYLVANIA 
ADELMAN LUMBER CO. 
Pittsburgh, Pennsylvania 
JOHNSON & WIMSATT, INC 
Westville, New Jerse 
A. ROBERSON & SON, INC 
Binghamton, New York 


RHODE ISLAND 
GENERAL WOODCRAFT CO., !NC 
North Bergen, New Jersey 


SOUTH CAROLINA 
ReQeW DISTRIBUTORS 
Rocky Mount, Virginia 


SOUTH DAKOTA 
. WATERTOWN SASH & DOOR CO. 
Watertown, South Dakota 


TENNESSEE 
V. E. ANDERSON MFG. CO., INC 
Owensboro, Kentuck 

ReOeW DISTRIBUTORS 

Rocky Mount, Virginia 


















































TEXAS 

B. |. BARFIELD & SONS, INC. 
Amarillo, Texas 
CHUPIK WOOD MFG. CO., INC 
Temple, Texas 
LUMBERMEN’S SASH & DOOR CO 
Dallas, Texas 
SOUTHWEST SASH & DOOR CO. 
Houston, Texas 
H. £. WOODRUFF CO 
Corpus Christi, Texas 


AH 
R. W. FRANK & CO. 
Salt Lake City, Utah 


VERMONT 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 


VIRGINIA 
DALTON-BUNDY LUMBER CO., INC 
Norfolk, Virginia 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


WASHINGTON 
ACME MILLWORK, INC 
Kirkland, Washington 
SPOKANE SASH & DOOR CO. 
Spokane, Washington 


WEST VIRGINIA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 
WISCONSIN 
WISCONSIN WINDOW UNIT CO. 
Merrill, Wisconsin 


Werth es PCTN Nothing is more precious to a quality builder than 


Cheyenne, Wyoming his reputation. Community respect is earned by good 


CANADA J anship and quality materials— products like 
CALGARY SASH & DOOR CO workmanship and q ; E 


SIR” A 


ees 





LO EAL 


i Calgary Alberta, Canada R-O-Ws Removable Wood Windows. R-O-Ws have 
' r R CO » » ‘ . 
i jane ate ay a AA eg the charm of carefully milled wood, plus the lift- 






i HAYWARD BUILDING SUPPLIES, LTD 
Edmonton, Alberta, Canada 

> MT. PLEASANT SASH & DOOR CO 

Vancouver, B. C., Canada 

D. PORTER & SON 

Stellarton, Nova Scotia 


out feature and pressure-fit construction. 








} R-eO+W SALES COMPANY 1332++68 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 
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YOUR CUSTOMERS WANT THESE 
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There has long been a need for a good 
window for the special requirements 
of bedrooms, baths, kitchens and the 
smaller, contemporary living rooms. 


New R-O-W- HIGH-LITE Windows 
have been architecturally styled for 
high placement in rooms requiring a 
maximum of light and ventilation. 
They are designed to provide privacy 
for bedrooms and bathrooms; ease of 
operation in kitchens; and—additional 
wall expanse for furniture placement. 
Springs back of the top guides main- 
tain weather-seal during all seasons. 
HIGH-LITES lift out from the inside 
for washing, painting or glazing. 
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NEW WINDOWS: 








Field reports show that sectional 
popularity of awning-type windows 
will spread rapidly to a nation-wide 
demand for highest-quality units. 
R-O-W- SURE-LOKS are designed to 
embellish fine homes with an air of 
gracious beauty. They accent long, low 
lines of contemporary building and 
effectively eliminate the cavernous [~ 

appearance often achieved by large R-O'W SALES COMPANY 

areas of glass. SURE-LOKS provide 1368 Academy, Ferndale * pantie 

full ventilation durmg rain or sun. ney tuter Ss caer ae 
SURE-LOKS, the finest of modern ‘ 

wood windows, are available on a ~ 
limited basis. Dealerships in some Company 
very active areas are still open. Address 











: City 
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Letters to the Editors___ 


To the Editor: Your editorial on consumer selling 
in the May 18 issue of your magazine interested me 
very much. So much so, that I am wondering if you 
have any special outline planned for such a promo- 
tion over a period of time. 

It is very possible that a plan designed to fit one 
part of the country might have to be altered to fit 
another section, but it would be something to start 
with. 

Dallas W. Monteith, Foster Lumber Company, St. 
Francis, Kansas. : 


























Editor’s Note: Thanks for your very fine letter of 
May 26. You anticipated our performance by just 
a couple of weeks. In the next issue or two we 
are going to have 101 points of merchandising 
techniques which will implement compensatory 
pricing and creative consumer selling. Watch for § 
this and I think it will be a complete answer to 
just what you want. If not, I wish you would 
write me and I will try to deliver. 

















To the Editor: I am afraid some of your readers may 
be filing damage suits against American Lumberman 
for wear and tear on their arms in holding the recent 
directory issue. This is a most interesting volume. 

W. Floyd Keepers, Executive Secretary, Barn 
Equipment Assn., Chicago, III. 
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Dear Mr. Hood: Since reading your editorial on 
page 25 of the January 26, 1953, issue of American 
Lumberman, I have thought to take you up on your 
offer of help in our problems. 

This particular preblem involves control of our 
credit. Our yard is spread out quite a little and it 
is necessary for us to have four offices where mer- 
chandise is invoiced to customers... Because of this 
arrangement, we find it very difficult to prevent in- 
dividuals who are not worthy of open account credit, 
from getting that credit. The men who are respons- 
ible for writing those invoices are generally very 
busy and coupled with this, they are not credit cons 
scious at all. 

We have been looking for some way to improve this 
operation for a long time and any help you can offer 
along that line would be appreciated. 

Clayton R. Brandes, Credit Manager, Rosentha!' 
Lumber & Fuel Co., Inc., Crystal Lake, Ii. 
Editor’s Note: In the first place I would make one 
man responsible for the credit in all four yards and - 
he should be accessible by telephone to the sales 
forces in all four yards. 
Second, I would have him make a complete list 
of all contractors and repeat buyers in your over- 
all trading area and segregate the sheep from the 








goats. In other words, the contractors and repeat 
who should be C.O.D. in the other list. 1 would 
send both lists to all of the people extending credit 
people that you have had trouble with in collecting 
C , accounts and send those to the yards. 
CHLES COMPAN agency to get a quick report on any one that I 
was doubtful about. 
920 9th ST. * Phone HUdson 4-8216 
SACRAMENTO 14. CALIF some form of installment paper house and have 
’ them train my men to build credit deals into month- 
is buying anything over $60, it should be either 
paid for in cash or set up on a monthly payment 


buyers who are good credit in one list, and those 
SUPER 7} at the various branches. 
OR LUMBER Third, | would make a C.O.D. list of all of the 
Fourth, | would arrange with a retail credit 
Next, I would call in Allied Building Credit or 
ly payment jobs. In other words, if the consumer 
basis. 
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‘Do-ct- Yourself” PRODUCTS 
That Put Money in Your Pocket 


BIG 6-FLUID 0Z. TUBE— 
50% More Material 


| 21% 
Lower 
Price 


Kwik-Seal comes to you 
in this 3-color display car 
ton—6 tubes to the pack 
age You also geta FREE 
advertising hanger with 
every 24 tubes ordered, 


Ro ne A TTT AMON Ae Ae AR AE 


A bathtub and tile sealer of top : 


quality. Do-it-yourselfers use . , BASEBOARDS 

_ Kwik-Seal for all kinds of RQ Ax Oe tty 
patching and filling. Adheres : \\ 

to any surface. Easy to apply. Hardens 

quickly with smooth satin-white finish. And 

the bargain of them all!—you can retail it 

for 79c and still make a fine profit. 





An ELASTIC COMPOUND 
that Lasts and Lasts! 


For glazing BOTH wood and metal windows, 
“33” Compound is the favorite of do-it-your 
selfers. Goes on smoothly, quickly and clings! 
Unlike putty, this ELASTIC compound will 
not crack, crumble or chip off. Outwears 
the sash in many instances. Ideai for filling 
nail holes, etc. Customers will thank you 


conpout for recommending “33”. 
PL 


snAST1¢ GLAZING ¢ cont ‘ EXCELLENT QUALITY 
i WITH PRICE APPEAL 


An especially good gun-grade ELASTIC 
Caulking compound that comes in both 
cartridges and metal containers. You won't 
regret stocking Armstrong’s Rely-On. 


Ena eee Fi Bp 


SE 
o3 


ee. 


ORDER TODAY FROM YOUR 
FAVORITE JOBBER 


The ARMSTRONG COMPANY 
Leading Manufacturer of Compounds \ 1001 EAST 103rd STREET 
for Glazing, Caulking, Sealing ke d CHICAGO, 28 


OTHER PLANTS IN DETROIT — DALLAS — RICHMOND, CALIF. — CHARLOTTE, N. C. 
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ND CHECKS CURTAILED 
EW DECORATING APPEAL 
REATER STRENGTH 

ASY TO WORK 

IGHT IN WEIGHT 
OISTURE CONTROLLED 
CCURATELY MACHINED 
EW BEAUTY 


ORTH IDAHO GROWN ““s"*.'.% > 





SPRUCE 





The new wood for furniture and interiors . . . especially 
adaptable because it is light in weight, pale 

off white in color wit’ a fine grained texture. 

You'll find it easy to handle and work .. . easy to paint 
or finish . . . inconspicuously knotted and remarkably 
strong for its weight. Available only from. . . 





ACK RIVER SALES CO. 


SPOKANE, WASH P.O. BOX 64 e TELETYPE SP. 105 ° TEL. MAdison 0121 


Managing Sales For 


PACK RIVER LUMBER CO NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. 
Sandpoint, Idaho Gibbs, Idaho Thompson Falls, Mont 
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A Compensatory Pricing Formula 


EDITORIAL 


Profitable retail pricing requires continuous supervision. This formula is designed 


This is the sixth of a new series of editorials 
covering an improved philosophy of pricing and 
the methods to apply it. 


Step One 


Review and tabulate profits and cost experience 
in past quarter item by item in your price lists 
tabulating after each item: 

1. Cost of goods f.o.b. yard. 

2. Selling price of the item (if any variations, 

note them) 

3. Gross expense percentage 

4. Gross margin realized (after concessions dis- 

counts and allowances) 

5. Mark-up percentage (on cost) 

6. Net profit percentage 


Step Two 


Determine whether total gross margin realized 
was satisfactory. If not, find average additional 
mark-up necessary to bring margin to satisfactory 
point (see “Mathematics of Pricing,” American 
Lumberman, February 9 issue). 

If your prices have provided a satisfactory net 
profit on investment after charging adequate own- 
ers’ salaries to expense no changes are sug- 
gested. 


Step Three 


Analyze competitive pricing to determine which 
items can be repriced in accord with increased av- 
erage mark-up needed, and set tentative new 
prices which will provide these margins on such 
items. 


Step Four 


Where competition is quoting prices on certain 
items which will not provide satisfactory gross 
margins, analyze service factors (40) to deter- 
mine whether in some instances your prices could 
be higher than competitors’ and still not lose im- 
portant sales volume. Then adjust prices upward 
on such items. 


Step Five 

Analyze unit costs of materials handling for 
variations between classes of merchandise and ad- 
just any mark-ups that are indicated. 


Step Six 

Review average gross profit at adjusted prices 
to determine whether a _ satisfactory margin 
will be realized on a satisfactory volume. If 
adequate gross margins are not achieved, pursue 
compensatory pricing practices in above normal 
range (see No. 2 of this series) by selling suffi- 
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to help you periodically to adjust your prices for greater profit. 





cient end-use packages of construction to bring 
about the desired over-all gross margin. 


Step Seven 

The first six steps are based on past experience 
and competitive realities. It is well to look into 
the future and ask and answer these questions: 

Will the sales volume trend be upward or down- 
ward in the next period? 

If the sales trend is upward and better-than- 
historic volume is indicated in the period ahead, 
mark-ups may be reduced. Warning: Conserva- 
tive policy indicates mark-ups should be lowered 
only after the break-even point is reached. 

If sales trend is downward the need for higher 
markups (or reduced expenses) is evident. 

Warning: When volume in a trading area de- 
clines, competition usually increases and a dealer 
may price himself out of a market. When sales 
volume falls off for an extended period (non- 
seasonal) it is usually better to reduce ex- 
penses (except advertising) including manage- 
ment salaries, than to raise prices. 


What Will the Trend Be? 


If, for the foreseeable future, expense trends 
will be upward, Steps 3 4, 5 and 6 should be ap- 
plied again in terms of the increased expense. 

General Warning (1) Increased turnover of an 
inventory item as a factor in lowering prices 
should not be considered unless the budgeted ex- 
pense percentage of the entire business is lowered 
or until after the break-even point is reached. 

General Warning (2) A lower than average 
cost of handling storing, delivery and servicing 
charges should never be used as a basis for 
reducing a mark-up below successful price expe- 
rience because the extra profit in the price will be 
needed to offset necessary mark-downs elsewhere. 
On the other hand, beyond average costs of han- 
dling, storing, delivery and servicing charges on 
an item should be compensated for in higher 
mark-ups if competitively feasible. 


Step Eight 

Budget profits for next period on bases of es- 
tablished prices and check monthly to determine 
whether gross sales and profit objectives are cur- 
rently being realized. If not, re-apply compensa- 
tory pricing formula. 

These eight steps will give both consistency and 
continuity to your pricing tactics and procedures. 


..... Art Hood 


CHECKING INVOICES against 
the inventory tray, bookkeeper 
Roger M. Davis, who handles 
the perpetual inventory system 
for Holden & Martin Lumber 
Co., 18 seen balancing his 
monthly total sales 


How to Halt Increasing Operating Costs 
by Perpetual Inventory Control 


A Vermont dealer tells how he set 
up his perpetual inventory control system 
and what it has done for him. 


By RICHARD G. RYDER 
Holden & Martin Lumber Co., 


Brattleboro, Vermont 


We have used a perpetual inventory system for over 
three years. We carry 1,700 items more or less which 
break down into 185 classifications. These cover ma- 
son's supplies, millwork, roofing, wallboard, lumber 
and specialties, but do not include paint and hardware 
or our stock of lumber or work in process at our shop 
or sawmill. Lumber or millwork produced for our 
yard is entered at the time it is placed in stock at 
the yard 


Important Job 


Our experience has proven to us that maintaining 
a perpetual inventory is not the job for one of the 
lower paid members of the organization merely be- 
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cause a greater part of the work involved is simple 
in nature! We now have it under the direct super- 
vision of the man who set up the system for us and 
who has been with the company 20 years. The man 
keeping the inventory has been with us 10 years and 
is a college graduate. The inventory increases in value 
to us in direct proportion to its accuracy. 

The question everyone who is considering a _ per- 
petual inventory system asks is “How long does it 
take?” In our organization it is handted in from two 
to four hours depending on the volume of business 
which, in Vermont, can and does fluctuate a great 
deal. At the end of each month it takes an extra 10 
to 12 hours to show the monthly sales and enter the 
new balances. 

Shailer Cummings, Northeastern field secretary for 
our area, tells me in many cases the entire work of 
keeping the inventory is handled by the owner or 
manager of the business in about an hour each morn- 
ing. I expect that this is the case in many, many 
smaller organizations. 


Saves Time and Money 


A perpetual inventory system cuts down the time 
required tc handle a sale whether the customer is 
there in person or on the phone. A large percentage 
of sales hinge on whether or not a particular material 
is or is not in stock. A great saving of time and money 
is effected by having accurate information available at 
one’s finger tips instead of having to send a yard man 
personally to check stock. I know without an inven- 
tory system we would require more sales and yard 
help to handle the same number of customers. Cer- 
tainly, labor is one of the largest operating costs and 
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INTER-OFFICE COMMUNICATIONS system permits Mr. 


Davis to quickly check with a store clerk about an item 
which a customer has just inquired about 








I believe that this one saving more than pays for 
the cost of operating the perpetual inventory system. 


Aids Buying 


We find that in using our perpetual inventory as a 
basis for our buying that we have a much better bal- 
anced inventory. We can in a short time check our 
present stock, find out how much we sold last month 
how much we sold in the last year; also what time of 
the year sales are the heaviest in that particular item. 
We find that if we take a guess at what sales or stock 
on hand are we find that it is miles from what the in- 
ventory shows it actually to be. 

For example: I would have sworn that 8’ channel 
drain galvanized roofing was the best selling length. 
To my surprise, the inventory proves that 7° length to 
be twice as good a seller. Our order for spring deliv- 
ery will correct our inventory on this score. Our yard 
is so located that it is a problem to create space so we 
always have this to consider. Many, if not all yards 
no doubt, have this same problem. Having too much 
of one particular item usually means something else 
has to be moved at an increase in handling costs. 


Centralizes Cost 


Another way in which our inventory pavs us big 
dividends in time saved is in the costing of our an- 
nual physical inventory. When it was necessary for 
us to go back into the files of accounts payable to 
find our costs, it took two people two to three weeks. 
For the past two years the same work has heen done 
by taking these costs from our perpetual inventory 
records in about 20 hours. 

Frankly, I do not know how this is handled in other 
lumber companies who do not keep a cost record, but 
in our case it previously meant gathering together all 
accounts payable that would he covered by the phvsi- 
cal inventory and retiring to a secluded snot. Then 
came the struggle of remembering or plain hunting 
until the invoice was located on which the material 
was purchased. While this was our best possible 
method, in most cases it did not take into consider- 
ation the stock bought previous to the invoice that was 
still in stock. This is now corrected by basing our cost 
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FILE DRAWER, alphabetized for quick reference, per 
mits Mr. Davis to quick-check on all orders received. 


both on cost of the material on hand and the cost of 
the new shipment. 

A definite advantage of a perpetual inventory sys- 
tem is the anticipation of shortages. It enables the 
buyer to have the necessary time to buy to the best 
advantage rather than wait until a yard man says we 
are out of an item. This often means a special trip to 
pick up an item at a higher cost to service your cus- 
tomer who waited until today to order material he 
needed yesterday 

It is difficult to pay operating costs out of the profit 
from a sale that was lost because you are out of an 
item. Anyone who does buying realizes that time is 
required to replace inventory. It may be only one day 
or it can possibly be anywhere from one to six months. 
Here again, being able at a glance to see what is on 
hand and how it has sold helps in gazing into the 
crystal ball to see what the future needs will be. 


Bookkeeper Has Other Duties 


The man who keeps our inventory records also has 
the following duties: 

1. Handles phone calls. 

2. Makes out sales slips for the truck drivers or, in 
the absence of the dispatcher, advises when de- 
liveries can be made. 

3. Checks all sales slips for the correct prices, the 
correct figuring of the extensions and the total- 
ing of the various items. 

4. Prepares all claims for damaged or lost mate- 

rials. 

5. Checks trucking and freight bills for proper 
charges. 

6. Enters delivered costs on all materials kept on 

the perpetual inventory. 

Balances inventory each month, showing sales 

for month, stock received and stock on hand. 

8. Keeps a record of the inventory of stock on or- 
der date ordered and from whom, 

9. Gives buyer a list of items on which stock is low. 

10. Keeps alphabetical file of all orders for mate- 
rial. Checks when order is received. 

11. Keeps a record of back orders, if any. 

2. Makes periodic checks for comparison of physi- 

cal inventory and book inventory. 
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Tongue-in-Cheek Nail” 

George P. Ames, manager, The Builders Lumber & 
Supply Co., Worcester, Mass., sent in the above photo 
of a nail saying: “Our parent organization, E. White- 
head, Inc. industrial engineers and builders, acquired 
the spike in a recent demolition job in the North 
Country. 

“It is 49 inches long, two and one-half inches in di- 
ameter, with a head as big as a dinner plate. It weighs 
45 pounds. Hammer marks on the head indicate it was 


iriven home with one tremendous blow. It was driven 
lear through the king post—-a white oak timber 30x30 
ind 80 feet long. We have had it mounted and use it 
for display purposes,”’ said Ames. 

*Opinions expressed here are not necessarily those 


of the American Lumberman, or Paul Bunyan. 





Double-Purpose Gate 

The Bob Fraley Lumber Co., with yards in Ardmore 
and Marietta, Okla., uses aluminum gates as a live 
advertising display and as an effective security meas- 
ure for the firm's yard entrance. The gate—built to s 
special height for the yard-——is equipped with two 
taut strands of barbed wire to discourage would-be 
thieves. R. E. (Bob) Fraley, president and manager, 
says the easy-swinging, lightweight gates are ideal 
for yard protection. 


O-A quality begins with the log 


WEST COAST 
UPLAND 
HEMLOCK 
DOUGLAS FIR 


Every day Oregon-American sends many giant old- 
growth logs like this to the big saws in our mod- 
ern plant. There these choice saw-logs receive the 
finest manufacture possible with O-A’s complete, 
up-to-date facilities and scientific kiln drying. 
From log to finished lumber you can depend on 
O-A quality. Put your next requirements in old- 
growth Douglas Fir and West Coast Upland Hem- 
lock to Oregon-American. 


Straight or mixed cars to suit your needs. Try 
some of our high quality 


KILN DRIED DOUGLAS FIR 
Flooring, Dimension, Boards, etc. 300,000 feet daily. 


OREGON-AMERICAN LUMBER CORPORATION Vernonia, Oregon 
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... America’s largest 


selling lowest cost 


louvred window! 


Dealers... share in the profits of this largest 
selling lowest cost louvred window! SUN-SASH 


windows sell easier-—faster-—than any other window 


of its type. Compare the amazing value—the 
features—the beauty and utility of this low-cost 
louvred window. SUN-SASH is covering America 
with national advertising, so why not cash 


in on this profit-making promotion? 


WRITE FOR FULL DETAILS AND PRICES NOW! 


N-SASH 
Ou more 
WEIGHT 


nth Aimoss SUN-SASH COMPANY 


ther wir 


tag Pirneg ck 38 PARK ROW NEW YORK 38, N. Y 


means extra 
warpage makes for 
sation 


Please send me full information on how | can 
better installat 


become a Sun-Sash dealer 


Name 
Addres« 


City 
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SIEGEL’S STEEL CABINETS and cus- 
tom line (see cover picture) are back 
7 _ — , to back. Though wood is gaining in 


- - popularity, Siegel does not hesitate to 
THIS LINE OF BIRCH CABINETS is so versatile that Siegel sells talk steel if a customer looks interested. 


the base units for bedroom storage Pull-out drawers are fine for 
shirts and other articles of clothing 
are offered, flush and curved 








Two choices of plastic tops 


Built-ins Will Help You 


Sell More Kitchens 


Right smack in center of the.store, not 15 feet from the 
entrance, is a kitchen display you can't miss. Not only is 
You may be one of those it attractive, but it leads you into the store, directs you one 
way or the other. 
dealers who sees no need of chang- It’s the newly finished display of the Siegel Lumber Co. 
; p P on Chicago’s northwest side. 
ing his kitchen display. On the Walk sede it and you can see why Walter Siegel (see 
‘ ok: oe cover picture) is proud of it. He gives customers a four- 
other hand, you may think it’s time way eta po ie birch, stock birch, knotty pine and 
to take on another cabinet line or steel. And of course if the customer wants something else, 
ash or korina, for example, why, that can be arranged too. 
two...or play up your kitchen Siegel has his own millwork shop, is prepared to make 
custom installations whenever the need arises. His price 
is competitive with stock cabinets, depending on the wood 
used, of course. 

Why custom work? The answer in part is Siegel’s built- 
in ovens. He handles two lines, gas and electric. Also the 
burner units (built-in) plus a ventilating hood. All these 
are naturals for custom handling. 

; ‘ “We put ash around most of our ovens,” Siegel explains, 
Feature several cabinet designs — “although we can give the customer just about anything 
he wants. 
give the customer a choice. “We find these built-in ovens allow us to compete on 
even terms with the appliance boys. We think the dealer 
set-up with these units is good—better than anything else 
we've found,” Siegel adds. 
“We've sold about 30 of these oven units in less than 


nine months. And that usually means a burner unit too,” 
he added. 


more. Here are some ways other 


dealers are doing it... 
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a5, 
reitey, 


in steel or wood... 


@ single or double installations . . 





SKETCH OF SIEGEL INSTALLATION for Rummel resi- 
dence in Chicago reveals stacked oven units (right), 
along with ventilating hood and burner unit The job 
was sold around the first of June, is scheduled to get 
under way immediately 
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DENNY LUMBER CO., MIDDLETOWN, OHIO, features this up-front kitchen display 
Spotlights in egg-crating over counters give dramatic emphasis to cabinets at 
Note built-in oven at left, 


night 
with burner unit just to right of oven 


BUILT-INS such as the oven unit shown on this 
page are adaptable to either wood or steel cabinets. 
One of their main selling points is that they are 
waist high, eliminating so much of the stooping that 
women hate. Another point is their flexibility. 


LIGHTING is still another feature that your kitch- 
en should emphasize. Recessed or cove lighting is be- 
ing recommended in addition to an overhead light. 
The main thing is to put more light on work surfaces. 
Lighting can make your display kitchen look dramatic, 
which is all the more reason why you should put it 
up in the front of your store and use it for night dis- 
play. 


COLOR is also mighty important to kitchens. Soft 
pastels are being used in kitchen ads in consumer 
magazines, and here’s a chance for you to sell rubber 
base paints, which not only dry rapidly, but are easy 
for the homeowner to apply. 


SERVICE is something you can’t overlook. Offer 
your customers free estimating service with your 
kitchen remodeling or new house sales. A good de- 
signer-draftsman is almost a necessity. 
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KNOCK-DOWN CABINETS which 
the customer can assemble himself 
are featured here. Units are fastened 
together with special screw and 
sleeve connector bolts, so that the 
finished product . 


LOOKS LIKE THIS. 
line, but 


Sem 


Photos courtesy Brammer Co 


Full color of wood grain is accentuated in this 
the cabinets may also be tinted, stained or enameled. Big 


selling features here are low cost and fact that units have open ends 


for increased storage space. 


for the do-it-yourself trade . . . 


and for ALL your cus- 
tomers . . . a check- 
list of items to look 
for in planning better 
kitchens: 


& ‘ be. S 


Peas 
a | 
Photo courtesy of Curtis Co 


METAL BINS THAT SLIDE OUT almost at the touch 
help make this base unit a good selle1 
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variable counter 
heights 


. counter space close to 


each appliance 


3. plenty of convenience 


outlets 


work centers well 
lighted 


lazy susan in corner 
cabinets 


. range hoods with ven- 


tilating fans 


. good cabinet hardware 


. ample open space 


around refrigerator 


. double sink basins if 


possible 


. the less cracks and 


crevices to clean—the 
better 
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ADJUSTABLE CABINET SHELVES are feature of Cornell kitchen. But big- 
gest departure is in style and construction, where sliding doors 


built-in over- 
head lighting and metal L-frames are used. 


the new look in kitchens .. . 


The Cornell kitchen is the product of six years of study. 
It’s engineered to make kitchen drudgery a thing of the 
past. Though not yet in production, it has ideas which you 
can use in your custom installations. 


Kitchen of the future will look something like this. It 
features a waist-high oven, built-in dishwasher, special sink 
unit (see inset above). 

Five big work centers keynote the new Cornell kitchen. 
They are for (1) cooking; (2) baking-roasting-freezing; 
(3) mixing; (4) washing; (5) serving. The last of these is 
optional, but few can deny its value. 


Put your cabinets on casters. It’s possible that in the 
future you'll find more dealers trying to get flexibility in 
their cabinet displays. One way to do this is to put cabinets 
on casters, particularly if they are of Cornell type, which 
uses two L-members for hanging top and bottom cabinets 
(see sketch at left). 

Iu this way you can show your customers how various 
plans work—the ever popular U-plan, the L-plan, the island 
counter, etc. 


CORNELL UNIVERSITY has a new patent- 


applied-for kitchen. It is the latest in the Smart ads featuring kitchens together with layout and copy 
trend toward tailoring kitchens to fit individ- 


ual needs. Adjustable counter heights, large suggestions are shown in this issue. Don’t miss this American 
and spacious sink unit (see inset) make this Lumberman ADservice exclusive. Page 38. 

a kitchen which may have an important bear- 

ing on commercial designs of the future. 
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FEET METAL WORKER | 


"REYNOLDS Lifetime ALUMINUM 
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ON RADIO... 
AMERICA’S FAVORITE 
COMEDY COUPLE 
FOR 20 YEARS! 


FIBBER M°GEE 
AND MOLLY 


The persuasive 
commercials of Harlow 
Wilcox, sugar-coated 
with the side-splitting 
quips of Fibber McGee 
and Molly, listened to y 
in more than 3,000,000 [| | am 
homes every week! bey 
Hear them sell gutters, 
insulation, windows, 
flashing, roofing, siding. 


AL 
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OFF TATE 
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CHIDS 


VOURMAK oY MOws ry 
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ON TELEVISION... 
AMERICA’S MOST 
HEART-WARMING, 

NEW COMIC DISCOVERY! 


“MR. PEEPERS” 
NBC-TV Every Sunday 


Starring 


WALLY COX 


Watching Mr. Peepers and his friends is 
fast becoming one of America’s most 
popular pastimes. Every week, the heart- 
warming humor of this new discovery 
sets a perfect stage in over 7,000,000 
homes for the strong selling of Reynolds 
Lifetime Aluminum Building Products. 


wa] POLLTRY g 
Fi TRIBL iz 


3 


pOULTRYNAY 





Besides one of the most intensive 
Radio and TV programs in the building 
industry, Reynolds Aluminum Building 
Products receive the terrific sales 
backing of a hard-hitting campaign in 
21 powerful magazines. Every part 

of the market is covered...architects 
and contractors, homeowners and 
families, industrial and commercial 
builders. It’s a big profit push! 

Take advantage of it! Stock and sell 
these products. Write for literature. 
Reynolds Metals Company, 
Building Products Division, 

Louisville 1, Kentucky. 


REYNOLDS Lifetime ALUMINUM GUTTERS + 
REFLECTIVE INSULATION « CASEMENT, 
AWNING, AND DOUBLEHUNG WINDOWS « 
FLASHING * ROOFING AND SIDING « NAILS 


MECHANICS | AND mane 


™ Duture 


7 SBUILDING ee oe OARD : AMA 


BUILDING PRODUCTS 3% & 
Me Ae Sv. Ji. f | Ss 
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No. 10 of a Series 


ADservice Mats Fill Dealers’ Needs 


Hundreds of dealers from coast to coast and from 
Texas to Canada have found ADservice the answer to 
many of their ad problems. 


Saves money, makes it easy to prepare good ads! 
At very low cost, ADservice provides dealers with ton 
quality illustrations that give ads the “picture appeal” 
so necessary to get reader attention. 

A total of 122 mats are offered in the first 10 mat 
pages. The wide variety of “project’’ and product 
drawings makes it easy te lay out attractive “multi- 
item” ads of the type proving so successful for lead- 
ing dealers. 


Adaptable to any size ad: The suggested layouts 
shown with each page demonstrate how the mats can 
be used in small or large ads. These layouts are basic 
arrangements that can be followed even if different 
illustrations are substituted. 


Saves time: Having ADservice mats on hand saves 
searching through miscellaneous material for suitable 
illustrations. When your newspaper man says “your 
ad is due,” you can have it ready in a short time by 
using the suggested layouts, headlines and copy. 


Advertise what and when you want: The plan of 
providing independent illustrations of standard sizes 
and style, rather than completely set ads, nermits you 
to select mats from various pages and combine them 
in your individually planned ad. 


Mats have long life: ADservice uses premium baked 
mats, the finest qualitv available. Reproduction is ex- 
ceptionally sharp and clean. Unless damaged or 
abused, they can be “cast” repeatedly, thus reducing 
mat cost per ad to pennies. 





Please send the following ADservice mats: 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


Page No. 10. | enclose $3.95. 
| enclose $47.40. 
| enclose $39.50. 


Pages 7 thru 12. 
Pages 13 thru 22. 
COMPANY 
ADDRESS 


NAME 


CITY STATE 
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SUGGESTED LAYOUTS using mats on opposite 


page. 


BEFORE | 


OT oe Bon! 


“1 completely modernized 
rea 
AS LOW AS *00 conn 


sacluding 


3 ' q your choice of 
” chrom Fi (BAN 
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AND-TYPE 
WALL TILE 
(aes 


FLOOR TILE 


FHA 
RATES 


NO MONEY 
OOWN 


om ‘an, ~ ; 
—~s). 
a- f o- ‘ XN 4 
‘ ‘ ad 

bean 4 : » “| ie ae 
vw @ PS) 
. 5 . tat 

3 > t . 4 mS 
BRAND -TYPE) (BRAND-TYPE) (BRAND-TYPE 
WALL TILE COUNTER TOP FLOOR THE 


00 00 00 


HOME PLAWHIN 
ERVICE 


YOUR NAME 


Your Kitchen. 





See suggested copy “A” below. 


3-col. layout 


YOUR 
KITCHEN 


completely 
modernized 


00 
YOUR NAME 
1-col. layout 


2-col. layout 


YOUR NAME HERE 


Now you can have your 


‘Dream Kitchen 


SUGGESTED COPY “A” 


Why put up with an out-of- 
date, unattractive kitchen — 
when it’s so easy and thrifty 
to modernize! 

Our room planning experts 
will help you design a step- 
saving, convenient’ kitchen 
with all the modern and beau- 
tiful features you'll see in a 
new model home! 

Come in today and look over 
our exhibits of new cabinets 
and other equipment. And ask 
for a free copy of ‘‘(manufac- 
turers’ literature)” which 
gievs you helpful ideas on 
modernization. 


AS LOW AS 00 PER MONTH 


YOUR NAME 
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ADservice MAT PAGE 





ALL 11 MATS ON THIS PAGE — $3.95 
Mats are shown actual size. Your news- 
paper will “cast” the entire mat page, 
then cut apart, permitting you to select 
and arrange the individual units you want 
in your ad. 























SAT 


i. i 


> 





. a, 


‘‘Before"’ Kitchen MAT NO. 113 








Kitchen Cabinets MAT NO. 114 


Hardboard Tile MAT NO. 116 





TOTAL OF 22 MAT PAGES THIS 
YEAR! Future ADservice pages 
will include project and product il- 
lustrations for your summer, fall 
and winter ads. Use the coupon on 
opposite page to order all 22 mat 
pages the best advertising in- 
vestment you'll ever make. 














Counter Top MAT NO. 118 


MAT NO. 120 MAT NO. 121 MAT NO. 122 
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Live Profits 
Come From Dead Stock 


Amazingly rapid turnover of off-grade and odd-size 
lumber in the Genesee Lumber and Coal Company’s 
“bargain backyard” has led the firm to install a prof- 
its-catching ‘‘odds and ends” department in a better 
location in its Batavia, N. Y. yard. 

Emblazoned in orange and blue over the depart- 
ment’s doors are the eye-catching words: ‘Odds and 
Ends-——-Get Your Bargains Here.” 

Catering almost exclusively to homeowners, San- 
ford L. Fisher, secretary-treasurer of the firm, points 
yut that the bargain departments have consistent’ y 
converted dead stocks to live profits. 

“We started our bargain backyard in 
Fisher. ‘ 


1951,” said 
‘Sales have been so brisk that we never had 
enough items to warrant advertising them. All of our 
off-grade, off-size, discolored or otherwise below A-1 
lumber goes into the outside piles. Customers know 
they can pick up heavier material here at a saving of 
40-60°7.. Most customers visit our odds-and-ends de- 
partment each time they enter the yard.” 

In line with the firm’s expanding consumer sales 
area, the new odds-and-ends department was opened 


EASY TO SEE bargain department of the Genesee 
Lumber and Coal Company pulls in many browsing yard 
customers. Overhead garage doors remain open in warm 
weather. 


May 15. The department contains bargains in the 
form of shorts in millwork, dimension, plywood, odd 
sashes and doors, molding, trim and similar items. 
Whenever one of the company’s rental machines is 
ready for retirement it too goes on the block in the 
odds-and-ends section. 

The department is located at the rear of the con- 
sumer sales section. Three overhead doors directly be- 
near the “Odds and Ends” signs are kept open in 
warm weather to allow maximum visibility. 





General design to encourage 
smokeless and heat producing 
construction 


CONTROL DEVICE Damper is easily opened and closed 
by poker hooked in ring. Alternate device is operated by 
rotating key on breast of fireplace. 


VALVE PLATE BEARING — Plate rests in angle formed by 
two lugs with back slope of casting, ossuring easy open- 
ing and closing or complete removal of plate when neces 


sary. No sticking due to rust. 


VALVE PLATE is 3/16" thick, corrosion resisting U.S.S 
Cor-Ten Steel. 


UPTURNED FRONT FLANGE strengthens casting so it can 


THE DONLEY BROTHERS COMPANY ° 





DONLEY °*’S 
The Damper 

of 

SUCCESSFUL 

FIREPLACES 


Uprvuaneo 
Fronr France 


13928 Miles Avenue, Cleveland 5, Ohio 


STRONG Garay 


RON CASTING Vauve PLATE 


Vacve PLATE 


be set at any desired height with freedom of shape or 
type of fireplace front (facing) material. 


SFLAYED ENDS conform to splayed side walls that help 
reflect heat into room. 


BROAD END FLANGE rests on masonry jamb with free- 
dom to expand when heated 


STRONG GRAY IRON CASTING lasts as long as the build 
ing. Donley Cor-Ten Steel Damper, if selected, gives similar 
long service. 
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When customers can’t lose, YOU 
can't miss on sales and profits. 


ONLY Balsam-Wool Insulation 
offers your customers this 
money-back guarantee 

of complete satisfaction. 


And Balsam-Wool is sold 
ONLY by lumber dealers. 


; b ; f° 
Wood Conversion Company 
Dept. 120-63, First National Bank Bidg. 


St. Paul 1, Minnesota 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 


manufactured Appalachian Hardwoods. 


"Christian Lumber Co... . .Monticello, Ky. 


Appalachian Hardwoods Exclusively 
Shipping Point: Burnside, Kentucky 


The M. B. Farrin Lbr. Co. Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods 
“Century” Oak and Maple Flooring 


*M. E. Crisp Lbr. Co.. Welch, W. Va. 
West Virginia and Kentucky Appalachian Hardwoods, Oak, 


Poplar, Beech, Maple, Ash, Hickory, Chestnut and other 
hardwoods. All facilities. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products, 
Glued Dimension. 


*Bemis Hardwood Lbr. Co.. . . Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension 


D. D. Brown.. Elkins, W. Va. 
Established 1880 


Mirs. Band and Circular Sawn West Virginia Appalachian 
Hardwoods—Kiln-Drying and Planing Mill Facilities. 


Consult them on your next hardwood requirements. 


*The Mower Lbr. Co Charleston, W. Va. 
West Virginia Hardwoods, Flooring and Glued-u: 


Dimension. 
Dry Kiln and Planing Mill facilities. Mills: bg A Nallen, Dailey, 
Durbin, Colcord and Pettus, 


*Meadow River Lbr. Co Rainelle, W. Va. 


Manufacturers of West Virginia Hardwood Products. 


*Wood-Mosaic Co., Inc Louisville, Ky. 


“Parkay” Ready-Finished Hardwood Flooring, Lumber, 
Veneers, Dimension 


*McCracken & McCall, Inc Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mill at Flat Lick, Ky. 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. 
Complete Line of Appalachian Hardwoods. Maple 
and Oak Flooring 


*J. P. Hamer Lbr. Co Kenova, W. Va. 
Manufacturers 


Appalachian Hurdweod Lumber 


Always Specify 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc. 
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LIFE-TIME GATES i 











Over 6,000 dealers through- 7 y Now—is the time for you to Swing 
out America are keeping . into easy sales with Life-Time gates 
twelve ‘‘Life-Time” gate fac- that last a life time... . Beautiful, 
tories busy meeting their de y Light, Strong, maintenance free Time" gates rolling your 
mands. Outdoor displays like gates that never sag or warp. Made ag 

; : way. Free advertising 
the one pictured above really of tempered aircraft Aluminum or 
SELL gates and increase cus- galvanized Spring Steel in sizes mats and envelope stuf- 
tomer traffic. from 4 to 16 feet, 5 or 6 panel. fers to help you sell. 


Contact the nearest fac- 
tory listed below and 
get a stock of ‘Life- 


FACTORY LOCATIONS 


. ALPRODCO, INC., Mineral Wells, Texas 

. ALPRODCO, INC., Kempton, Indiana 

. ALPRODCO, INC., Dublin, Georgia 

. ARMSTRONG PRODUCTS, INC., Ontario, Cal. 
. ATLANTIC ALUMINUM (€0., Waynesboro, Va. 
. CARTWRIGHT CO., Collierville, Tenn. 

. DERING INDUSTRIES, Scappoose, Ore. 

. HENRY FIELDS CO., Shenandoah, lowa 

. HENRY FIELDS CO., Yankton, S. Dakota 

. WAYSIDE INDUSTRIES, Mentor, Ohio 

. MARSHALL (0., Arlington, Nebraska 

. MARSHALL (0., 4747 W. Colfax, Denver, Colo. 











— = 
—=-ovwomonoun.wopr- 


— 
Lad 


For the BEST gates EVER BUILT ...and the CHEAPEST to OWN {| 
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ONE MINUTE can seem three times as long to the 
son who is holding the wire Here Joan Crowley 
cording elapsed waiting time. She asked dealer 


1 one-minute wait. Not many came even close. The cus 
tomer doesn’t like to wait. If he must wait, explain why 


to 21 


How To Ring Up More Sales by Telephone 


This article tells you how to prepare yourself for a 
sales call by telephone; how to collect an overdue bill by 
This is the second of two articles 
telephone. 


on successful telephone techniques. 


From Inquiries to Sales 





Now that we've learned the cor- 

Run Your Own Clinic rect techniques for making and re- 

a ceiving calls, how do we use the 
he material in this article was based on American Lumberman’s . — : 

, es telephone to turn inquiries into 
telephone clinic sponsored in cooperation with the Illinois Bell Telephone * mae id } 
Co. and a valuable packet of literature which is made available to com- sales ? How do we avoic oem 
mercial telephone subscribers statements as, “Thank you I'll 

— ieee call later if I decide to buy.” Or 
Attractive y-i justratec booklets in this series are titled How to “Thanks for the information 
Make Friends by Telephone”; “Turning Telephone Inquiries Into Sales”; . : : = 
+o ' 
“After the Sale’; “How to Build Business by Teiephone’; “How to Make I'm yam snepene. 
Collections and Keep Customers by Telephone’; “How to Advertise Your First, it is important to remem- 
Telephone Number.” ber two principal differences be- 
tween selling in person and selling 
These booklets can be used as the basis of a valuable telephone clinic ‘ | 5 I } : id 
in your own organization. A complete packet of booklets described above by telephone: one, the customer 


will be mailed free of charge to the first 100 dealers who apply Each cannot see the item to be sold; 
company will be limited to one packet. Just mail your request to 
ican Lumberman, 139 North Clark St., Chicago 2, Il 


“, 


Amer- second, the customer is not face-to- 
face with the sales person. You 
can't see his facial reactions and 
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NEW HEADPIECE which is finding 
salesmen. It permits use 
order and handle literature 


of both 


he must judge 
your voice. 


your interest by 

Here are some of the common 
faults in telephone salesmanship: 

1. Slow, indifferent and incom- 
plete answering. 

2. Failure to get prospect's 
name and telephone number. 

3. Improper handling of the 
prospect, who is reluctant or re- 
fuses to give his name and address. 

4. Improperly’ handling’ the 
prospect who expresses interest in 
price alone. 

.. Failure to listen to custom- 
er’s wants. 

6. Failure to sell the benefits of 
your merchandise . .. and not 
using word pictures. 

7. Failure to sell customers 
who “will drop in and see” a prod- 
uct they can buy just as easily 
over the telephone. 

8. Contradicting . 
times arguing with . customers. 

To overcome these faults, let's 
turn our attention to some positive 
ways for turning 
sales. 

1. Be ready. With order blanks 
and pencils, with information as to 
sizes, colors, prices, available stock 
With lists of related items to sell. 

2. Answer promptly. Also prop- 
erly and completely. Your voice 
should reflect enthusiasm, yet cor- 
diality. Tell the customer who you 
are—don’t make him ask. 


. and some- 


inquiries into 


3. Get the caller's name. 
use it. 


And 
If YOU answer with your 
name, there is a good chance that 
he will identify himself. Don’t be 
afraid to ask for his name if he 
doesn't offer it. Use the customer's 
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favor 


hands to 


& PLYWOOD 


with many 


name often, but don’t overdo it. 

1. Listen to customer's wants. 
And needs. He has called because 
he has a need—find out what it is. 
Without the whole story, you can't 
do a good job of selling. Use TACT 
in your questioning; 
you'll lose him. 


otherwise, 


5. Help your caller buy. Use 
WORD PICTURES avoid gen- 
eralities. Remember, you are HIS 
eyes when you sell over the tele- 
phone. 

6. Ask for the order. When 
closing, ask for the order. A dealer 


at American Lumberman’'s | tele- 


Advertise Your 
Telephone Number 


Your newspaper, direct mail 
and other advertising should 
always include your telephone 
numbe1 Also your company 
letterheads, bills and _ other 
printed matter. Your telephone 
number should be listed on 
your radio and television shows, 
window and counter display 
cards, blotters and package in- 
serts. 

You can make it easy for 
your customer to call you by 

1. Spelling out the full ex- 
change name as: CA lumet 

2. Show the figure with the 
exchange name as SE eley 
8-2099 

3. Separate the 
name (with the 
the number as LO ngbeach 
11-0880, not LOngbeach 10880 

i. Emphasize the letters and 
the figures to dial as: LOng 
beach 1-0880, not Longbeach 
1O880 

Your ‘phone number should 
be advertised because it creates 
a buying habit the habit of 
buying from YOU! 


exc hange 
figure) from 


INTEREST 


HELPFLLNESS 


MISS JOAN CROWLEY, a communications consultant for 
write uy ie Illinois Bell Telephone Co 

customer expect 
ind helpfulness. 


. points out what the call 
peed, courtesy accuracy, interest 


phone ciinic made a fine presenta- 
tion by phone, then forgot to ask 
for the order! 

7. Follow through. Do what you 
agreed to do. Remember call-backs. 
Keep your promises. 

Here are seven selling ideas to 
increase your profits: 

Sell extra items. A customer will 
never object to a good idea—and 
you'll not object to the extra sales. 
Sell larger quantities. Who can re- 
fuse a bargain? How long will the 
amount ordered last the customer? 
Sell better grades. Most customers 
will spend extra money for quality 
if you can convince them they'll 
save money in the long run. 


How to Follow Up 


Mention choice products. Your 
customers will consider it a favor 
if you tip them off to good buys. 
Group related merchandise. Lists 
of related items will remind you to 
mention extra products that custo- 
mers may need. 

Package sales. What about pack- 
aging garages, porches, attic and 
basement jobs. It is easier to sell a 
complete job, than individual items, 
and the price argument is easier to 
handle. 

Call your customers after a sub- 
stantial sale to show your appre- 
ciation; inquire whether the job 
was completed to the customer's 
satisfaction: stop “gripes” and 
complaints before they become ser- 
ious. Keeping in touch by phone 
is one good step to prevent loss of 
customers to the competition. 
These call-backs often lead to ad- 
ditional sales to the original cus- 
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OPEN FAST SALES 
with 48 Different Styles 
For Dealers and Builders 


Angel doors are an obvious and im- 
mediate evidence to the home seeker 
of built-in quality. 


Oniy Angel offers this wide choice 
of solid core, birch or fir doors to 


satiaty style - and - quality conscious 
homebuyers 





ANGEL 


Door Style of the Month | 
Style Number 873 


Sell Angel Doors with full 
confidence in their extra wear 
and warp resistance, backed by 
the Angel Guarantee. 
Profit most with Amer- 
ica’s style leader — Angel 
Doors. 


FREE — 58-PAGE 
Door Styling Handbook 


for Builders and Dealers. Invalu- 
able to all who se// or buy doors. 


WRITE TODAY TO DEPT. A 








ANGEL NOVELTY CO. 


FITCHBURG, MASS. 




















tomer and his frivnds. Customers 
like to boast about the good service 
they have receiveu 

Still another way to make your 
telephone pay dividends is its use 
as a collection media. There is a 
real technique in making collec- 
tions by phone—and keeping your 
customers at the same time. Here 
are several suggestions which will 
help you make a more successful 
collection phone call: 

1, Talk to the right party. Un- 
less you can reach the man who has 
authority to pay, your call may be 
wasted. Call back if the right per- 
son isn't there. 

2. Introduce yourself. Just a 
simple statement and whom you 
represent. 

3. State the facts. Refresh your 
customer’s memory by mentioning 
the item or job purchased and the 
amount. You might say: “Mr. 
White? This is Mr. Jones of Jones 
Lumber Co. About three months 
ago you purchased materials for a 
garage at a cost of $550.”’ (Pause). 
This opening statement refreshes 
the customer’s memory and also 
gives him the opportunity to OF- 
FER payment or to mention some 
reason why he has not kept up his 
payments. Your next step is 

4. Listen. Unless you are selling 
an article or product on which you 
will NEVER get a reorder, you are 
interested in TWO things—-getting 
the money AND keeping the cus- 
tomer. There may be a good rea- 
son why the account is delinquent. 
Consequently, you must LISTEN 
to what your customer has to say. 

5. Ask about payments. Try 
and pin your customer down tact- 
fully by saying, “I wonder when it 
would be convenient, Mr. White, to 
make payment.” Usually, the ar- 
rangement that YOUR customer 
suggests will meet YOUR require- 
ments. If he doesn’t make a rea- 
sonable suggestion, then you can 
insist that payment be made AC- 
CORDING TO YOUR TERMS. 

6. Thank your customer. You 
still want the customer and after 
making collection arrangements 
that are satisfactory, be sure to 
thank him for the anticipated pay- 
ment. 


How to Sell by Phone 


Once you have your list of pros- 
pects, your next step is prepara- 
tion of your sales talk. First of all, 
you must know your products and 
packages thoroughly. Write down 
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the list of important features: 
price, style, quantity, service, 
names of other customers sold and 
similar features. Then analyze your 
prospect list-—-get all the informa- 
tion that you can about your pros- 
pects. It will help you with your 
opening remarks and in the selec- 
tion of your most effective selling 
arguments. Finally, write down your 
ideas step-by-step. Develop a check 
list of ideas and the order in which 
they should be presented. How- 
ever, never read or memorize your 
sales talk. 

Now you are ready for the call. 
Greet the prospect by name, intro- 
duce yourself, then get your pros- 
pect’s attention. Tell your pros- 
pect about your new disappearing 
staircase, the special package of 
materials to finish off the attic or 
some other project. Tell your pros- 
pect what the product is; why he 
needs it; what it will do for him; 
how, when and where he can get 
it; and how much it costs. 

Your voice must do the selling. 
Describe the product realistically 
in terms the customer understands. 
This is not easy for most building 
materials salesmen who are useg 
to dealing with contractors. Give 
all the necessary facts. Don’t take 
it for granted, for example, that 
your prospect knows why treated 
lumber is better for certain pur- 
poses. 

Answer’ objections _ sincerely, 
carefully, completely. Make a list 
of the common objections and the 
best answers. Keep the list handy 
for easy reference. Be careful not 
to antagonize your prospect. You 
may win the argument, but lose 
the sale. 

You must ask the prospect to 
buy. Surprisingly, too many sales- 
men neglect to ASK FOR THE 
SALE. They assume that after 
they have given all the reasons 
why the prospect should buy, they 
have done a good sales job. Once 
the prospect appears sold, ask for 
the sale at once. Help close the sale 
by giving your prospect a choice: 
cash or installment plan; rubber 
tile or linoleum; batt or loose-fill 
insulation. 

Don’t be discouraged. The cost 
of prospecting by telephone is low 
in time and expense. You can af- 
ford many unsuccessful calls in 
order to develop one sale or one 
good prospect. 

Remember—the more calls you 
make without a sale, the closer 
you are to getting a sale. 





































































































































































When You Need 

PROMPT SERVICE 
on Lumber 
Shipments... 


v I 


it’s that easy to prove that ADJUSTO-SEAL is the world’s 
best weatherstrip ... whether it’s combined with metal 


for door bottom use, or with plastic for around doors 
and Ww indow Ss. 


When customers see how ADJUSTO-SEAL’s thousands of 
vertical wool fibers snug right down against that uneven 
surface... you can start for the cash register. For the 
occasional customer who still hesitates... just pick up 
an ordinary weatherstrip and try the same thing. 


That's all, brother! You've clinched the sale. Because | B UY trom 
no other weatherstrip can pass the “clenched-fist” test. 
grates oon Willamette! 
BOTH ADJUSTO-SEAL PRODUCTS! | & 


The NEW PLASTIC AND PILE ADJUSTO-SEAL 


for around doors and windows comes marked 


at | ft. intervals for easy dispensing, and is pack- Large mill capacity of all types 
aged two ways: in bulk, on reels of 50 yards; | of lumber assures prompt filling 


or in indiv‘dual packages containing 17 feet 


of orders. For quality lumber 
enough for around one average door or | he 
window and prompt service, 


This new Schlegel product has all the proper- buy from Willamette. 
ties that have made ADJUSTO-SEAL door 

bottom weatherstrip so popular with vour cus- 

tomers. Doo, bottom strips available in stand- 


ard sizes WILLAMETTE NATIONAL LUMBER CO. 


If your Jobber Plants at Corvallis and Foster, Oregon 
doesn’t carry ADJUSTO-SEAL, 


write: SCHLEGEL Manufacturing Co., WILLAMETTE VALLEY LUMBER CO. 
Dept. AL, Rochester, New York Plant at Dallas, Oregon 
Oakville, Ontario, Canada 


0 _ADJUSTO- SEAL DOOR BC 





Producers of HI-HEMLOCK', FIR and CEDAR 
HI-HEMLOCK registered U. S$. Patent Office 


BuitpiInc Propucts MERCHANDISER 








A REMOVABLE WINDOW in the upstairs home-planning 
room is cheeked by firm president Calkins 


ADJUSTABLE ROUND VENT WINDOW was placed near 
he entrance to the new building. 


Windows Open Way to Millwork Sales 


13 different window designs form ‘live exhibits’ in 


new showroom in a small New York State town. 


Windows 13 different styles-—-are a feature of the 
D. F. Calkins Lumber Co., Inc., new store in Sanborn, 
N. Y. (pop. 600). Because windows are usually dif- 
ficult to demonstrate, president D F. Calkins decided 
to show them “in service’ by incorporating them into 
his new two-story structure. 


- 


THIRTEEN LIVE WINDOW DISPLAYS as a main fea 
ture caused increased floor traffic at the D. F. Calkin 
Lumber Co,., Ine new office and sales buildins 


48 


The practical and interesting display of windows 
has increased floor traffic by the hundreds. ‘Both 
our new and old customers have come in and spent 
more than an hour browsing around and examining 
windows,” said Calkins. ‘“‘And, I might add that a 
majority of the new faces have been converted into 
steady buyers.” 

Flanking the entrance of the attractive siding and 
shingle building are two matching picture windows 
that would add beauty to any new home or remodel- 
ing project. On each side of the inset entry for the 
front door are two round vent windows, one station- 
ary and the other equipped with a sliding sash and 
permanent screen. Over the permanent wall display 
of kitchen sink and cabinets are three triple-light 
kitchen windows. Virtually every space from the util- 
ity room on the ground floor to the bosses’ sanctum 
on the second floor is fitted out with windows appro- 
priate for the room. 

“The removable windows for both the new house 
and remodeling trade seem to be most popular of any 
in our display. The housewives go for them because 
of the ease in cleaning. Of course, sales of windows 
in all of our categories have increased since the build- 
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FRIENDLY GROCERY-TYPE display counters allow cus 
tomers maximum Visibility. Note 


impulse-item 
pails, etc., foreground, and the 


folding 


of 


real 


array 
door, center 
ing was opened,” says Calkins. 

Before the grand opening of the building, the firm 


pine and asbestos cement board—all in a wide variety 
of colors. Three types of hardboard were used on the 
eiling and six types of flooring were installed. Cal- 
kins said the most popular type of flooring was the 
random ranch type blocks which are decorated with 
imitation wooden pegs. Other types of flooring in- 
clude: finished oak blocks; °,” prefinished oak floor- 
ing; birch; and second and third grade maple flooring. 

On the second floor of the 24’x60’ building is a “‘con- 
sultation room" equipped with a large table, chairs 
and plan books for the customers’ convenience. Island- 
type display counters on the ground floor are mobile. 

Before the new showrooms were opened the com- 
pany had a large inventory of metal pails. With the 
opening of the new showrooms a few of the pails 
were placed on display. In less than three weeks the 
entire stock of more than 150 pails had been sold 
mostly to impulse buyers. 

“The pail incident,’ said Calkins, “is a pretty good 
indication of how our business has been going since 


. : . ‘ . > ore ni » 
featured the window displays in newspaper advertis- the grand opening. 

ing and in the direct mail ads that were enclosed with 
monthly billings. 





Calkins said this advertising helped 
bring more than 700 visitors to the two-day opening. 

Other features of the Calkins Company showrooms 
have been equally effective in attracting both inquiries 
and increased sales. 


Windows In-Service 

The 13 styles of windows incorporated in the D. F 
Calkins Lumber C Inc., new include: two 
round vent windows, one stationary, one equipped 
vith sliding sash and screened opening; picture 
windows flanked with integral 5-light ladder effect: 
triple-light kitchen windows, crank pres- 
sure-seal removable windows; gliding 
vindows; weather seal units; casement windows 
with storm combination aluminum windows; 
basement windows, wood and metal sash; wood sash 
conventional double-hung windows 


o. store 


“Since the installation of the chrome-trimmed, two 
tone plastic-finished hardboard on the bathroom walls 
our sales in this item 
200°7 ,”” said Calkins. 

Remaining walls in the showroom were finished in 
various types of wallboard, tile, plasterboard, knotty 


opener; 
removable 
increased about 


alone have 


sash; 














DOUBLE PROFITS 


ROOM 


tae 


On “Build Your Own” Furniture 


DIVIDERS Newest trend in versatile furniture. 
These metal frames plus your 1” x 
| 12”s make room dividers, bookcases, 
etc. (Each order 
with cross braces.) 





Profits on our Metal Units. 


comes complete 


Profits on EXTRA lumber, 


— plywood, paint, varnish, etc. 


5 Ibs 
91% Ibs 
61/2 Ibs 


Retails 

$4.25 
7.95 
4.95 


Section #R502—27” high 
Section #R503—59” high 


Section #R504—32¥2” high Bookcases 





Tables Room Dividers 

Benches—All made from lumber 
in YOUR YARD NOW—PLUS our 
metal legs. The Do-It-Yourself 
market is HOT. We started a na- 
tional sensation with wrought iron 
‘Build-It-Yourself” furniture with 
our units. Here a brand new 
extra-profit business tailor made 
for you. Order now and get your 
share of fabulous new market. 


All supports 12” 


deep 





Anyone can make these to set on the 
floor or hang on the wall. Make any 
length by using the metal frames 
plus your 1” x 10” boards. Pair (in- 
cluding cross-braces) $8.95 retail. 
Added sections $4.50 each. Wt. 912 
Ibs. per pair. 


is 








a 








Height 
leg 


Attach 
Under 


HAIRPIN 
Specify Y% 
or /2"' Rd 


Wts 
Ve 
Lbs 


DIAG- 
ONAL 
5¥a'' Rd 


$5.25 
545 | 
5.65 
5.85 
5.95 


6.75 


National Advertising 
PLUS countercards 
and display material. 
All prices shown are 
subject to 40° dealer 
discount. F.O.B. Los 
Angeles, California. 
Freight allowance 
$1.50 per 100 pounds. 
Send your order 
TODAY! 


Dept.BG 2911 Whittier Boulevard, Los Angeles 23, California 


| 6” sofa, couch $5.55 
bureau rier 
coffee tbl 
coffee tbi 
cocktail tbi., bench 
TV, lamp, end tbis 


TV, lamp, end tbls 














dining tbi., desk 


ANGELUS WROUGHT IRON 


13.45 
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THE LUMBER MARKET 


NLMA Announces 
Huge Research Plan 


The nation’s lumber industry an- 
nounced this week that it is launch- 
ing a million-dollar research pro- 
gram designed to cut home build- 
ing costs and give consumers new 
and better lumber products. 

Leo V. Bodine, executive vice- 
president of the National Lumber 
Manufacturers Association, said 
the program will guarantee the 
public “greater value for its lum- 
ber dollar through the development 
of new and improved uses for 
wood.” 

Major emphasis will be put on 
lamination— the gluing of two or 
more pieces of lumber in layers to 
give them greater strength than 
a solid piece of the same size. 

Million for research 

The research project, largest or- 
ganized program of its kind in the 
history of the lumber industry, will 
be set up by NLMA’s Products and 
tesearch Committee headed by D. 
B. Frampton, Columbus, Ohio, lum- 
ber manufacturer. It will involve 
a total outlay of $1,100,000 over a 
10-year period, to be financed by 
individual lumbermen and lumber 
companies. 

In the first year, $100,000 will be 
spent for a_ detailed survey of 
past, present and potential lumber 
markets to give the industry a 
clearer picture of what markets of- 
fer the best sales opportunities. 
Another $100,000 will be spent the 
first vear for acutal research work 
on lamination. 

This will be followed by the ex- 
penditure of $100,000 a year for 
the next nine years to finance ad- 
ditional lamination research. The 
Timber Engineering Co., an affili- 
ate of the National Lumber Manu- 
facturers Association, will conduct 
the lamination research. 


Lumber Production 
Rising in Canada 


Production of sawn lumber in 
Canada was higher in March and 
the first three months of this year 
than last, both in British Columbia 
and the provinces east of the 
Rockies taken as a group, reports 
the Dominion Bureau of Statistics. 

The month’s output of sawn 
lumber and ties in British Colum- 
bia increased to 325,540,000 feet 


50 








Canadians Receive 
Ancient Trees 


Three trees of a species that 
was thought to have died out 
20,000,000 years ago until some 
were found in China in 1946 
have been presented to the Fed- 
eral District Commission of Ot- 
tawa. 

The Commission announced 
that W. H. Warren, parks com- 
missioner for Victoria, B. C., 
and an FDC member, presented 
the commission with three 
small trees with the tongue- 
twisting Latin name of Meta- 
sequoia glyptostroboides. 

The trees are ancestors of the 
giant sequoia and redwoed trees 
of California. 











board measure from 284,488,000 a 
year earlier, bringing the first quar- 
ter total to 913,631,000 as com- 
pared with 794,796,000 at same 
time last year. 


Redwood Association 
Certifies New Tree Farms 


An additional 28,243 acres of 
privately owned commercial timber 
land have been certified in five new 
tree farms by the California Red- 
wood Association, Gordon J. Man- 
ary, CRA Tree Farm Committee 
chairman announced. 

With the new additions, a total 
of 137,376 acres of forest land in 
the redwood region has been cer- 
tified by the association in 19 dif- 
ferent tree farms. 

Committee approval was accord- 
ed five of seven applications for 
tree farm certification. 


NRLDA Survey of 
Retail Lumber Stocks 


Total retail lumber stocks on 
April 30, 1953 were estimated to be 
5,577 million board feet, an_ in- 
crease of 1.4% over March 31, 
1953, and 4.8° above the end of 
April, 1952. Six of the nine retail 
regions showed increased stocks 
during April, the largest occur- 
ing in the Middle Atlantic region 
(5.3%). In comparison with a year 
ago, inventories on April 30, 1953, 
were up in all but one of the re- 
gions with the New England re- 
gion indicating the greatest gain of 
18.5%. There was an over-all de- 


crease in stocks of 8.5% from De- 
cember 31, 1940. 
Sales up sharply 

Total retail lumber sales, based 
on board foot volume, during April 
1953 were 13.8% above March 
1953 and 3.1% above April 1952. 
Every region showed a gain in 
April sales over the _ preceding 
month, the greatest occuring in the 
west north central region (23.7%). 
Compared with April 1952, five of 
the nine retail regions indicated 
increased sales, ranging as high as 
7.7% in the New England region. 


Strong Optimism 
In Tacoma Region 


Although the market in general 
still is slow, logging and lumber 
mill operators throughout the Ta- 
coma area are continuing to main- 
tain production schedules at ap- 
proximately the normal level for 
this season of the year. Buying of 
better grade items is holding up in 
fairly good shape, but demand for 
the inferior grades is definitely off. 
This is attributed to an unwilling- 
ness on the part of dealers to build 
their inventories any higher than 
is absolutely necessary to meet 
normal current requirements. How- 
ever, inquiries are numerous and 
there is a strong feeling of optim- 
ism in many circles. 

This optimism finds tangible ex- 
pression in the interest log buyers 
are showing in timber tracts being 
offered at public auction. As an il- 
lustration, Aberdeen Plywood was 
successful bidder June 11 on 
5,108,000 board feet of state tim- 
ber in southeast Wahkiakum coun- 
ty with a bid of $175,350. State 
Land Commissioner Otto Case told 
the state capital committee that 
the timber had been appraised at 
$76,424, but that the company bid 
the higher price to build up its in- 
ventory. 

In another capital grant timber 
sale, Robert Steele of Analaska bid 
46% of the selling price to get ap- 
proximately 200,000 feet of salvage 
timber in east central Lewis coun- 
ty. The timber was damaged by 
wind. The total amount Steele will 
pay will depend on how much tim- 
ber he cuts from the tract. The 
state will offer an estimated 80,- 
000,000 board feet of timber valued 
at approximately $1,000,000 at 
public auction August 4. 
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Market Softens 
In Seattle Area 


While the decline in the price of 
green firm dimension has stopped, 
the market is still weak. Dry hem- 
lock stocks are accumulating and 
the price has softened $1 to $2 for 
dimension. Lumbermen here admit 
a lot of lumber is being sold but 
the extra 10% of demand needed 
to make a brisk market is lacking. 

Greatest change in prices is oc- 
curing in western red cedar lum- 
ber where most items of beveled 
and clear bungalow siding are 
quoted $5 to $10 under previous 
prices, the decreases being an ef- 
fort by the mills to clean up stocks. 
Shingles are holding their own with 
No. 1 Royals stronger. Canadians 
are buying shingles in Washington 
on account of the lower price. A 
good percentage of No. 1 perfec- 
tions is moving to staining plants. 

Pines are steady and so is Engle- 
mann spruce. Stocks of air-dried 
spruce are increasing fast. Puget 
Sound log prices are the same ex- 
cept for hemlock. Instead of No. 2 
and 3 selling at $40-$42.50, only 
No. 2 brings this price while No. 3 
sells at $35-$40. Good logs of all 
species are scarce in the open mar- 
ket. 

The peak of demand is off but 
plywood sales are still large. Most 
mills have a five and a half week 
order file and some up to 60 days. 

Inventory of logs June 1 reveals 
a good supply. Puget Sound re- 
ported 44315 million feet as com- 
pared to 396 May 1. A year ago 
the sound had 349! million. Col- 
umbia River figures were 425°, 
million. A month ago the river area 
had 411 and a year ago 440%). 
Grays Harbor with 95 million June 
1 had more logs than on May 1 
when 86% million was found. A 


year ago the harbor area had 721. 


Strikes, Rain 
At Kansas City 


Rainy weather and strikes still 
were dominant forces in holding in 
check the seasonal expansion in 
lumber sales. Many communities 
in the southwest witnessed very 
little construction on account of 
the tie-up in the building trades, 
and the shutdown was especially 
marked in the Kansas City and St. 
Louis areas. 


In the Texas and Oklahoma 
areas, according to lumbermen, 
more interest is being manifested 
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on the part of retailers who are 
beginning to make more inquiries 
and buying a little more stock for 
their bins. 

Competition is still keen and 
some of the price lists shown by 
the little mills on the east side of 
the Mississippi river have caused 
some uneasiness in trade circles. 
For instance, some mills are offer- 
ing No. 2 air-dried boards in 
straight cars as low as $74 a 
thousand. The larger mills are of- 
fering No. 2 air-dried at about $85. 
The larger mills hold that the 
prices offered by the smaller ones 
reflect “dumping” and the lengths 
are assorted and the wood is not 
properly dried. 

Of course, the volume of lum- 
ber available at the distressed 
price is small but enough of it is 
available to cause the larger mills 
some discomfort. The rains have 
not permitted mills to expand their 
logging and cutting and surplus 
stock is not possible at this time. 
Lumber is moving promptly from 
the mills to the yards. There is no 
backlog of business of consequence 
and mills have been reluctant to 
build up their own stocks. 

Because of the low price for fin- 
ished lumber and the high price for 
timber, many small mills are drop- 
ping out of the picture. 


Lumber Shipments 
2:2% Below Production 


Lumber shipments of 493 mills 
reporting to the National Lumber 
Trade Barometer were 2.2°, below 
production for the week ending 
June 6 1953. In the same week new 
orders of these mills were 3.9% 
below production. Unfilled orders 
of the reporting mills amounted to 
43% of stocks. For the reporting 


softwood mills unfilled orders were 
equivalent to 24 days’ production 
at the current rate, and gross 
stocks were equivalent to 53 days’ 
production. 

For the year-to-date, shipments 
of reporting identical mills were 
4.30 above production; new orders 
were 5.5°% above production. 

Compared to the average corre- 
sponding week in 1935-1939, pro- 
duction of reporting mills was 
69.7°%, above; shipments’ were 
69.0‘. above; new orders were 
66.5 above. Compared to the 
corresponding week in 1952, pro- 
duction of reporting mills was 1.0% 
above; shipments were 6.4“, above, 
and new orders were 4.4% above. 


Western Pine 


The 111 mills belonging to the 
Western Pine Association for the 
week ending June 6, 1953, reported 
orders of 67,644,000 feet, 6.3% 
below production. Shipments were 
71,186,000 feet, 1.4% below pro- 
duction. Production came to 72,- 
216,000 feet. Total orders on hand 
now total 235,000,000 feet, 
some 3,442,000 feet. 


down 


Southern Pine 


The 120 mills belonging to the 
Southern Pine Association for the 
week ending June 6, 1953, report- 
ed that orders totaled 16,982,000 
feet, 13.320 below production. 
Production was 19,591,000 feet, 
0.24% below the three year aver- 
age. Shipments were 18,247,000 
feet, 6.86% below production for 
the week. Orders on hand at the 
end of the week came to 46,039,- 
000 feet, down 2.67°, from the 
previous week. 


























“Hello! 


Wright Lumber Company? 


Send 


me a new door—and a carpenter to hang it.” 





Lumber Prices at Press-Time 


The following index is intended merely as a check on buyi 
a compilation and average of mill prices 
sidered as current on the day the magazine is received. Th 


useful in following market trends and 


mately ten days before receipt of the 


market price changes since the last 


DOUGLAS FIR 


Verticn! Grain Flooring 
tA itr ID 
1x4 >. 0 105.00 


Fiat Grain Flooring 
ix4 135.0 
1x6 155.00 


93.00 


105.00 


130.00 

160.00 

Drop Siding 
1x6 (Pat 
Ix6 (lat 


#106).155.00 150.00 
#116).155.00 150.00 


110.00 
105.00 


Celling 
yax4 125.00 123.00 0.00 
1x4 115-125 120.00 0.00 


Beards and Shoplap and 2” (Green) 
1x6 1x8 1x10 1x12 
No. 1 65.00 67.00 67.00 75,00 
No. 2 58.00 59.00 59.00 68.00 
No. 3 51.00 53.00 51.00 60.00 
No. ft Dimension 
12. 14 ie 1Re 
70.00 70 70.00 
67.00 8 ; 60.00 
67.00 67 } 67.00 
10 67.00 Ss 7 687.00 
d 57.00 65 67.00 
2 Dimension 
4 62.00 62.00 6 
6 62.00 62.00 65.00 
2x 8 64.00 64.00 64.00 
2x10 6400 64.00 64.00 
2x12 64.00 6400 64.00 
No. 3 Dimension /1, Only 
2 1 


6.00 


RED CEDAR SHINGLES 
Royals 
No. 1 
No, 2 
No. 3 
or eee 
No. 2 
No. 3 
XXXXX 
No 1 
No 3 
No 3 


24” 


WESTERN RED CEDAR 


Prices for red cedar aiding tn mixed 
ears, new bundling, @ to 10° are: 


He eled Siding, ™% Inch 
Clear “— 
x4 Inch 75.00 
xo Inch SO.00 
x6 Inch PULA 
x8 inch 125.00 120.00 
Clear Bungalow Siding, 4% Ineh 
8 ineh 160.00 155.00 125.00-130.00 
10 ineh 1S5.00 SsoO.00 1 0-160.00 
12 inch 10.00 185.00 150,00 
Finish BHoand Bir. S2 or 48, 
to 10 or Rough 
Ix §& ° . ° 240.00 
1x10 250.00 
1x12 . . 265.00 
Celling or Flooring, B and Hetr, 0-10’ 
B& Btr y ID 
1x3 ..130.00 100.00 90.00 
1x4 120.00 116.00 95.00 
Discount on mouldings 630° -20° odd 
lengths 
Series 8,000 
Iisting under 4.00-—list plus 35 per 
cent 
Listing 4.00 and over list 
per cent 
Clear Lattice, 5/16" x 3/4”"—2' to 1% 
100 lin. ft . 1 


SS.00 


plus 


50 


52 


issue 


practices. It is 
at press time and yuld not be con- 
prices should be 
a cnecK on purcha 
lagazine Bold face 
the Editors 


3s made approxi- 


listings denote 


WESTERN PINES 


Vonderosa Pine 


Selects 
S2 or 48 g f CW 8/4 RW 
C&Btr RL 254 265.00 
Shop, S2s . l No, 2 
5/4 ‘ 118.00 
6/4 . 110.00 
Commons, 
, ( No. 4 
RL 1 0 64.00 
Re, S44 64.06 
Idaho White Pine 
Selects S2 or 48 
{ , c Ix10 
RL 270.00 2 278.00 
239:00 23% 250.00 
Commons, S2 or 48 N l lo. 2 N 
1x l f 11 
11 


00 


« 
1x12 51.00 8.00 


Sugar Pine 
Selects 


Shop, 
5/4 
6/4 


OAK FLOORING 


Clear Pln @4x2\% @x1% end 
White 180.00 155.06 77.00 
Red 185.00 77.00 

Sel. Piain 
W hite 
Red 


160.60 


Com, 
tir White 
& Red 153 


#1 Com, 
& itr 
Shorts, 


SOUTHERN PINE 


Vertical Grain Flooring 
B& Bt: eG D 

1x4 170.00 160.00) 140.00 

lat Grain Flooring 


1 150.00 
Ix¢t 180.00 


110.00 
iTe.00 


100.00 
130.00 
Drop Siding 
Ix (Pat 106) 160.00 
Ki CPat 6) 160.00 
Hourds & Shiplap 


1x6 1x8 
100.00 


No, 1 


) 1x1: 
105.00 ( 140. 
No, 2 77.00 $0. 

7 


No, 3 
No. 1 Dimension 


65.00 


14" 16. 18. 20 
2x 4 89.00 90.00 923.00 102.00 192.00 
‘ no S600 86.00 96.00 96.00 
SS.00) SS.00 96.00 96.00 
‘ moo 9 S400) 96.00) PS.00 
2x12 104.00 104.00 104.00 115.00 130.00 
No, 2 Dimension 
2x 4 82 $3.00 
4 i 78.00 79.00 
2x $ 7800 79.00 
2x10 8200 8sg.d0 $3.00 
2x12 $2.00 838.00 83.00 
No. 3 Dimension R/L Only 
2 55.00 
54.00 


85.00 
$0.00 
$0.00 


95.00 
91.00 
$1.00 
91.00 
91.06 


Jur 


29, 1953, 


REDWOOD 


Bevel Siding 
Clear All Heart. 
All Heart. 
All Heart.. 
All Heart. 
All Heart 
All Heart... 
All Heart. 
* All Heart 
All Heart.. 
Hleart 
>. Redwood Siding 
nd in above sizes 
Anzae Siding 
Clear Al! Heart 
Clear All Heart 


Deduct $15.00 for A Grade 


. 240.00 


950.00 


Finish 


Clear Heart S48 


Ix 6 Clear Ueart S48 
Ix 8 Clear Heart S48 
ix10 Clear Heart S4S .. 215.00 
1x12 Clear Heart . 225.00 
Note: A Grade 1x4, 1x8 deduct $10, 
1X10 and 1x12 deduct $15 


165.00 
185.00 
200.00 





WESTERN HEMLOCK 


Vertical Grain Flooring 
PX tote I) 
EEO cece 150.00 140.00 100.00 


iat Grain Flooring 
eee . 90 
i ean 155.00 . 183 tf 
Drop Siding 


Ix (lat 1Oo6G6) 150.00 
Ix (Dat 116) 150.00 


105.00 
105.00 


Ceiling 
gx4 <x 105.00 100.00 


° 70.00 
1x4 ‘ . 110-120 105-115 


99.00 


Boards and Shiplap and 
2” (Dry) 

1x6 1x8 

80.00 82.00 

77.00 77.00 

64.00 66.00 


1x10 
82.0 
74 Ob 


66.00 


1x12 
82.00 
77.60 
66.00 


No. 1 
No. 2 
No, 3 
No. 1 Dimension 
12 14e Lhe 18s 

TO.00 FTO00 T3200 73.00 

TO.00 T1000 T7000 T3.00 

72.00 7: 70.00 70.00 

. TO.00 200) 70.00 70.00 
2x12) FO.00 70.00 70.00 70.00 


. 2 Dimension 


65.00 
66.00 


6S.00 
65.00 


68.00 
68.00 
65.00 


68.00 
68.00 
70.00 
70.00 
70.00 


65.00 
65.00 


5.00 65.00 


Dimension R/t. Only 





ENGELMANN SPRUCE 


Boards and Shiplap 

(dry) Ixf 1x8 1x10 
No °&Rtr...116.00 108.00 108.00 
No 3&Btr.. 82.00 82.00 
No. 1 Dimension 


1%, Xs 


~303-3 29-2 
~~ 
3-9 -2-9-9 


Dimension 
os.00 


“7. 
67. 

(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No. 2. Miljs 
do not grade out No. 3 dimension sep- 
irately as in fir.) 
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(ws KNOWS HOW 
WHERE LUMBER GRADES ARE CONCERNED 


Clear and Shop grades of lumber are run as the widths de- 
velop. This means that the exacting grade specification for 
each width requires good memory on the part of the grader. 


However, good judgment by the grader determines the right 
grade for each piece. The grades in the Clears are classed by 


appearance, and in Shops by the amount of door and sash 
cuttings. 


tee 
+ kaa 
ji Fos 


“ei Te a 
OS << 

The building grades are ciassified by structural strength, and 

here the effect of knots and other defects is the determining 


factor. Certain grades specialize in certain jobs. 


To TW&J it is equally important that the customer receive his 
order as well tallied as it is accurately graded. Tallies are 
frequently double-checked, and grading seminars are held 
regularly. 


TW&J’s policy of thoroughly accurate grading and exact tallying is 
designed for dependability. Consistently good shipments from the 
mills to the customer is standard with TW&J. Ponderosa Pine, Sugar 
Pine, Incense Cedar, White Fir and Douglas Fir. 
ee 
tumbe 
ity 


ty ee \ TARTER, WEBSTER & JOHNSON, INC. 


1 Montgomery Street \ P.O. Box 1731 
SAN FRANCISCO 4, CALIF. STOCKTON, CALIF. 
DOuglas 2-2060 * Teletype SF 531 s Stockton 4-8361 * Teletype SK 2 
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YOUR PROFIT-MAKING FORUM 


Summer windfall 


From now until mid-September, most people will be 
getting their biggest pay envelopes. Vacation pay 
totaling two, three or four weeks’ full salary in cash. 

Yet thousands of these families in your community 
will not be spending one cent of this income on vaca- 
tion travel. In most cases, it will be frittered away on 
all kinds of little hot-weather comforts and self-in- 
dulgences to make up for not going away. Such as 
extra ice cream, extra cokes, sun-tan lotion, movies, 
magazines and similar trivia. 

Have you ever stopped to think how much these 
“little” dollar-traps add up to per week? Neither 
have most of your customers—yet many of these 
families unconsciously blow in $10 per week to $20 
per week on so-called “little indulgences” of the drug 
store, newsstand and movie house variety. Several 
times more per week than your charge per MONTH 
for dozens of permanent home improvements! 

Start now going after those big lump sum salary 
checks before home vacationists have a chance to 
waste them on all kinds of non-essentials. Below are 
some of the smartest ways you can attract this pur- 
chasing power to your yard. 


... wake them up 


Summer sales will zoom if you wake people up to 
the financial facts of life. Instead of using ads with 
the same old threadbare appeals, try this angle in 
your newspaper advertising: “If you're staying home 
all summer, it’s easy to fritter away $10 and $20 a 
week on extra ice cream, movies, soft drinks and can- 
dy bars.” 

Then point out that your customers can have “a 
lovely attic bedroom for only $7 a month a 
screened-in porch for summer entertaining for just 
$5.62 a month .. . or cool, comfortable sleeping for 
only $5 a month with XYZ insulation.” It is only 
when people see the actual figures and can see how 
expenses compare, that the truth sinks in. 

Also stress the fact that with low monthly pay- 
ments like these, your customers will still have plenty 
of money left over for those little pleasures like 
movies, extra ginger ale and so forth. Here's another 
excellent angle. In every ad you run, use this line: 
“Why don’t you use part of your vacation check to 
remodel, redecorate or repair your home?” 
tition that gets results. 

In some of your ads and sales letters, highlight 
this point, too. ‘Even a small part of your vacation 
paycheck will give you a headstart on any moderniza- 
tion job you want. For example, $25 covers five 
monthly payments on redecorating, reroofing or in- 
sulating your house. And $50 gives you a headstart 
of seven monthly payments toward an extra attic bed- 
room, sparkling new bathroom walls or a new garage.” 


It’s repe- 


. . . wanted: a change 


If there’s anything people want and need in the 
coming months, it’s a change. Particularly if they’re 
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stuck in town most or all of the summer. Here’s how 
you can cash in on this fact and attract many more 
good customers to your yard. 

In July and August, people are especially grateful 
for some unexpected pleasure . . . something unusual 
or interesting to go to . . . something new and differ- 
ent to talk about something gay and attractive 
to see. So why not plan an Outdoor-Living-Room 
Show—one that shows people some of the many fas- 
cinating ways they can improve their homes, terraces 
and gardens with your materials! 

All around the walls of your showroom, mount gay 
colored posters of unusually attractive patios, breeze- 
ways and garden picnic areas complete with barbecue 
pit. Pictures of enchanting lily ponds, trellises, rock 
gardens built of your masonry materials, brick walls 
and stone backdrops for flowers will also add enor- 
mous interest to your show. And don't forget to fea- 
ture interesting applications of redwood planks, ply- 
wood sheets and fencing, as well as latticework and 
arbors. 

Both national magazines and your manufacturers 
can help you out with picture material—are generally 
glad to cooperate in exchange for a small credit line 
across the bottom of each poster. Just write their 
advertising and promotional department, explain the 
kind of material you need and how you plan to use it. 
Also, make it clear that you are particularly anxious 
to assemble some good colored pictures. 


. . . huge publicity break 


Here are two more ways to put your Outdoor-Liv- 
ing-Room Show over with a bang. Get one of your 
local florists or landscape men to collaborate with 
you in arranging some real gardening windows fea- 
turing your outdoor materials against a natural set- 
ting of flowers and shrubs or pretty branches. 

Low garden walls, a lily pond, trellises and a bar- 
becue pit are just a few of the many items that can 
be beautifully displayed in this way. Also bird baths, 
bird houses, stepping stones, rustic and picket fenc- 
ing. 

Window displays of this kind attract customers for 
miles around—can win tremendous free publicity for 
you and your cooperating florist. In each window, 
place a small placard inviting people inside to see 
the rest of your Outdoor-Living-Room Show, and al- 
so be sure to add a gracious line of credit mentioning 
the name of the florist helping you to arrange your 
display windows. 

Miniature models of outdoor living rooms are an- 
other grand way to promote your outdoor materials. 
And if space permits, also plan some full-scale exhibits 
out-of-doors. The more you help people visualize your 
products in actual use, the more they’ll buy. Most 
important of all, your Outdoor-Living-Room Show 
will bring people into your grounds and showroom 
where you can expose them to all kinds of high-profit 
materials for year-round use, as well as summer ma- 
terials. 


by Norm Advertising, Ine 
New York, N. Y. 
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WHAT’S NEW 





Products . 


SEND FOR THESE: 


Western Pine Film 


A 28-minute, full color documen- 
tary film, “The Bounty of the For- 
est,” has been released by the 
Western Pine Association for use 
by lumber dealers, manufacturers 
and others for showing before in- 
terested groups. 

Rated an outstanding education- 
al and entertaining work by north- 
west industrial film evaluators, the 
motion picture is available on loan 
free of charge, except for one-way 
postage, from the association's 
Portland office. 

Scenes were shot on a number 
of locations in the 12-state western 
pine region. The film relates the 
story of wood from its growth 
through its harvest, manufacture 
and utilization. The fiim gives a 
detailed account of logging oper- 
ations, manufacture in mills, and 
a step-by-step story of the utiliza- 
tion of wood in building a home. 
And it identifies many of the west’s 
trees and the uses to which they 
are put. 

The film also pictures and de- 
scribes the Western Pine Associa- 
tion research laboratory in Port- 
land, Ore., where wood research is 
continuously carried on. It is made 
on non-flammable safety stock, is 
of the sound-on-film type and can- 
not be run on silent projectors. It 
is 16 mm. Black and white prints 
for television views are also avail- 
able. 

Write Western Pine Association, 
Dept. AL, Yeon Building, Portland 
1, Ore 


“Vear-Round Air Conditioning for 
Homes” is the title of a new book- 
let just released to the trade Pub- 
lished jointly by the Air Conditioning 
and Refrigeration Machinery Asso- 
ciation, Ine., the National Associa- 
tion of Home Builders, and the Na- 
tional Warm Air Heating and Aji 
Conditioning Association, the book- 
let contains a check list of good air 
conditioning practice for use in plan- 
ning residential air conditioning for 
1953 homes The booklet sells for 
25¢. Write the National Warm Air 
Heating and Air Conditioning Asso- 
ciation, Dept. AL, 145 Public Square, 
Cleveland 14, Ohio 


The Dayton Pump & Mfg. Co. has 
published a handy reference book 
which includes a comprehensive com- 
parison chart showing the specifica- 
tions, capacities, and prices of nine 
leading jet water systems in the 
low-price range. The booklet also 
contains the story of how the Rapi- 
dayton 3-Star Champion convertible 
jet water system (list price $99.50) 
was built. The title of the booklet is 
“You Can Be a Champion.” Write 


BuILDING Propucts MERCHANDISER 


... Sales Aids... . Literature 


Dayton Pump & Mfg. Co., Dept AL, 
500 N. Webster St., Dayton 1, Ohio 


The Plastic Products Division, Tri- 
angle Conduit & Cable Co., Inc., an- 
nounces the publication of a 16-page 
brochure on plastic pipe. It contains 
all pertinent information on Trian- 
gie’s four types: Flexible, semi-rigid, 
rigid high impact and rigid polyvinyl 
chloride pipe. Detailed tables give 
chemical and physical characteristics 
of each type. Also included are ad- 
vantages of using plastic pipe and 
simple directions on how to install 
and join the pipe. Write Trinagle 
Conduit and Cable Co., Inc., Plastic 
Products Division, Dept. AL, New 
Brunswick, N. J. 


Household Storage Units are fully 
discussed in a 12-page illustrated cir- 
cular just issued by the Small Homes 
Council, It tists four criteria for 
storage: maximum accessibility of all 
items; efficient space use; construc- 
tion economy; and flexibility in use 
of the unit. Prepared by Prof. Helen 
KE. McCullough of the home econom- 
ics department, the circular is based 
on a year’s study of home storage 
needs. It suggests use of sectional 
storage with full-width doors instead 
of the inaccessible door-in-the-wall 
type of closet. The circular shows 
20 space saving storage units. All 
are just deep enough for the particu- 
lar type of articles to be stored. 
Since practically all items can be 
stored efficiently in units of just 
three depths 12, 16 and 24 inches 
from front to back construction 
can be standardized and costs cut 
Single copies sell for 10¢. Write 
Small Homes Council, University of 
Illinois, Dept. AL, Urbana, III. 


FIBERGIA 


DUCT INSULATIONS 


ANS 
RAT: ‘ 


Duct Insulation Booklet 


A new 16-page design data book- 
let for duct insulations has been 
issued by the Owens-Corning Fiber- 


glas Corp. The booklet has more 
than 40 photographs and drawings 
of the various rigid and flexible 











minimum 
sanding 


Ask the man who does the werk what 
he prefers in flooring. You can bet that 
Ozark Oak Flooring meets his every 
specification! 


Favorite of carpenters and contractors 
for many years, Ozark Oak Flooring is 
produced from fine quality, Missouri 
altitude-grown oak stock. It’s extremely 
durable, yet takes minimum finished In- 
stallation time because It requires little 
sanding and finishing for lifetime beauty. 


Properly seasoned in Moore Cross-Circu- 
lation Kilns, Ozark Flooring is accurately 
milled on modern machines and expertly 
graded in accordance with NOFMA 
grading rules. You'll find your custom- 
ers will like and reorder this fine floor- 
ing. Make your next car Ozark Brandi 


“FINE FLOORING 
SINCE 1927” 


Ozark Oak Flooring is carefully bun 
died for safe arrival, easy handling. 
Prompt Shipment of Most Sizes and 
Grades. Send us your inquiries. 


oy) Ga heole) ii iceeel yl, bf 


BISMARCK, 
MISSOURI 











Fiberglas insulations for the ex- 
terior and interior of warm and 
cold air ducts. 

Included is complete informatior 
about the new flexible duct liner, a 
product recently introduced by the 
company. This material may be in- 
stalled on metal sheets before they 
are bent to form ducts {t is 
sprayed with a light coating of 
fire-safe neoprene to prevent ero- 
sion by high-velocity air and to re- 
duce frictional] losses. 

All types of the duct insulation 
have a good noise reduction effici- 
ency besides excellent thermal in- 
sulation properties. Write Owens- 





Waterproof Masonry Sealer 
An “invisible” waterproof sealer 
that will not discolor or change the 
finish of masonry surfaces to which 
it is applied has been _ perfected 
and is being marketed by Raygee 
Paint and Varnish Company, Phila- 
delphia. Labeled Rayseal, the new 
product can be brush or spray ap- 
plied on any exterior or interior 
masonry surface. Rayseal is nei- 
ther a water-base nor an oil-base 
solution. It is a high solid silicone 
product thinned with a solvent that 
evaporates and leaves an invisible, 
water-repellent protective coating. 
Write Raygee Paint and Varnish 




















































AETWAPLY PRODUCTS 


More than 50 species of 
Foreign and Domestic 
Plywood and Veneers, 
in all sizes and grades 


Cupboard and 
Flush Doors 










Peg-Board 
a 


24-hour 
shipping service 
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Corning Fiberglas Corp., Dept. AL, 
Nicholas Bldg., Toledo 1, 


Dotut out these NETNAPLY featurce! 
Point uf your PLYWOOD sates! 


Company, Dept 
Ohio. 24, Penna 





a) 
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Your profits will soar when you point out 
these AETNAPLY features to your customers: 
Widest possible choice of plywoods ; full range 
of sizes and grades; uniform high quality stock; 
fast delivery. 

Each kind of plywood is engineered for a 
specific job: Waterproof plywood for exterior 
use, concrete forms, boats; Utility plywood for 
built-ins, cabinets, worktables, playrooms; 
Hardwood panels for wall finishing. 

AETNAPLY panels come in all standard sizes 
and many odd sizes. There’s an economical size 
to fit any job. This means less waste of material 
and a saving in man-hours, for the panels 
go up fast. 

Mr. Dealer, when you deal with AETNA your 
plywood sales increase fast, for the AETNA 
warehouse is your stockroom. You sell a wide 
range of plywoods, you select from numerous 
sizes, without keeping a large stock on hand, and 
you rely on AETNA’S 24-hour shipping service. 
Write for Aetna’s new Price Lists TODAY! 


AETNA PLYwoop & VENEER COMPANY 
1732 N. Elston Avenue ® 


ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 


AL, Philadelphia 









Chicago 22, II! 
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~~ Serve yourself 
SCREWS BOLT! 


HEMEL | 
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Screw and Bolt Displays 


Two new. serve-yourself mer- 
chandisers are being introduced by 
Rockford ‘Screw Products Co. to 
held dealers boost their sales of 
screws and bolts. The two units, 
ideally adapted to small or large 
stores, can be used on counter or 
island table, or hung on the wall. 

A feature of the display-mer- 
chandisers is a new clear-plastic 
hinged-cover “glamour package,”’ 
show above. The boxes display 
brass or steel screws with extra 
gleam and glitter—and they have 
an instant added appeal because of 
their obvious usefulness at work- 
bench and as containers for fishing 
tackle, coins or stamps, bobby pins, 
erasers and leads, pins and needles 
or jewelry. 

The No. 75 screw and bolt mer- 
chandiser stocks and displays 75 
different sizes of screws and bolts. 
The No. 30 screw and bolt mer- 
chandiser is a smaller unit, accom- 
modating a total of 30. different 
sizes of screws and bolts. Either 
the large No. 75 merchandiser or 
the smaller No. 30 merchandiser is 
available to dealers at no extra 
cost with small introductory stock. 
Write Rockford Screw Products 
Co., Dept. AL, Rockford, II. 


Spachtling with Latex Base 


Spako-Patch, the new spachtling 
compound offered by Tamms Indus- 
tries, Inc., comes in ready-mixed 
ready-to-use paste form. Being fine- 
ly ground to a smooth consistency 
and with a latex base, it is claimed 
to be exceptionally easy to handle. 
The manufacturers emphasize that 
Spako-Patch may be used on plas- 
ter, wood, brick, concrete and any 
clean, dry interior surface, that it 
is entirely self-sizing and no prim- 
er coat is needed before painting 
over it. Write Tamms Industries, 
Inc., Dept. AL, 228 N. La Salle St., 
Chicago, IIl. 






















Use The oy 4 
NEW EIDE FIBER TRACK 


For Sliding Doors- Drawers - Sash 


- 
| 


E-2 GLIDE 


No. 3814 Fiber Track for 
V4" Bi-Passing Class 
Doors 





e— 


SILENT FINGER TIP OPERATION 


SIMPLE LOW COST INSTALLATION 
DURABLE 


zt a RUST AND CORROSION PROOF 
Lmher ayitity Cs NO BEVELING OF GLASS NECESSARY 
STANDARD ee ae 
LENCTHS 


oad 
“~ 


on : 2 42 
SPECIALIZING IN mg ENGINEERED C fatlads 
3°, & & 


Casall 
e 9 . 22 
Dp 0 NDERO SA PINE Can be cut to exact length with a hack saw. Short lengths 


can be butted together giving perfect operation. Brad holes 


a FIR 4 
_- REDWOOD 





E-Z __ FIBER TRACK G SHOE 
GLIDE for sliding doors, drawers 


and sash. 





801 Track Ye" x Ya" x 6' or 4’ SILENT! 
802 Track As” x %e" x 6’ of 4 LOW COST! 
803 Track 4%" x %" x 6’ ar 4’ 


1801 Shoe %” x %" x 1% (for 801 Track) Track installed 
1802 Shoe %” x %" x 1% (for 802 Track) in Yq in. saw-cut 
1803 Shoe 2" x Yo” x 2% (for 803 Track) by press fit 


SHOES CAN ALSO BE FURNISHED IN 4’ AND 6’ LENGTHS AS 
| FOLLOWS: 
2801 Shoe %”" x %" x 6’ or 4’ (for 801 Track) SEE YOUR 
2802 Shoe %" x %" x 6’ or 4’ (for 802 Track) JOBBER 
2803 Shoe 2” x 2" x 6’ or 4’ (for 803 Track) OR WRITE 
GENERAL OFFICE 


® S. Michigan Ave. Chicago 3. ml. Ht 7e ENGINEERED PRODUCTS CO. 


129 SMITH STREET FLINT, MICHIGAN 
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Silent Friction Catches 


New friction catches made of 
paraffine-based polyethelyne have 
just been introduced by Washing- 
ton Steel Products Inc. The new 
catches are breakproof, silent and 
are extremely durable. They are 
easy to install and have good 


warped door adjustability. Grip- 

ping is tight, yet doors will open 
without a struggle. Write Wash- 
ington Steel Products Inc., Dept. 
AL, 1940 East 1ith St., Tacoma, 
Wash. 


New “Popshop” Work Bench 


Benchcraft, Inc., manufacturers 
of all-steel work benches, are now 
in production on a new work bench 
known and trademarked as_ the 
“Popshop.” This is a space-saving, 
all-steel work bench designed es- 
pecially for the home work shop. 
The overall dimensions are 48” 
long, ei wide and 3214” high. 


Trade-mark of | 


PRECISION | 


These benches have a pre-assem- 
bled, all-steel, welded, easy-sliding 
door with locking device. They have 
a full length steel shelf and the ex- 
clusive “truss-type” welded legs 
that give unusual stability. 

They are finished in forest green 
and have a 14” tempered Masonite 
over-steel top that can be replaced 
quickly. All bolt holes are punched 
to make assembly easy and for at- 
taching to wall or floor or for at- 
taching tool board. Two or more 
benches can be assembled contin- 
uously end-to-end or back-to-back 
for multiple use. Write Benchcraft 
Inc., Dept. AL, 3669 Olive St., St. 
Louis 8, Mo. 


HARCO BRAND OAK FLOORING 
—~ every foot of it — carries the 
trade-mark of the Hardwood Cor- 
poration of America. Stamped into 
the underside of each piece, it is 


your guarantee of precision manu- 


“Little American” Sander 
facture. 


Sander rentals have proven to 
be a two-way profit-builder for pro- 
gressive hardware, paint, wall- 
paper, tool, lumber and _ building 
supply dealers throughout the na- 
tion. Dealers have found they can 
realize several thousand dollars in 
income annually from sander rent- 
al fees alone, cashing in on the 
gorwing trend among homeowners 
to do-it-yourself. 

A machine that has proven espe- 
eially popular with the rental trade 
of dealers is the “Little American” 
8” floor sander, engineered, manu- 
factured, sold and serviced by the 
American Floor Surfacing Machine 
Company, Toledo, Ohio. 

The precision-balanced “Little 
American” is a lever type, dust- 
less and efficient, and extremely 
simple for the home owner to oper- 
ate. It has many time-and-money- 
saving features including a one- 

piece cast-aluminum drum _ that 

—— makes the floor sanding paner fit 
" like a glove and requires but five 
seconds to ehange paper. Because 
of these outstanding features, the 
machine is also suited to the needs 
of contractors, carpenters or paint- 
ers doing small homes or remodel- 
ing work. 

For complete details on this ma- 
chine and for big-profit facts on 
floor sander rentals write Ameri- 

can Floor Surfacing Machine Com- 
pany, Dept. AL, Toledo 3, Ohio. 


HARCO oak flooring starts with 
choice timber from the famous 
Appalachian hardwood region. It is 
produced in one of America’s most 
modern flooring mills by skilled 
Ut et 
machinery and equipment available. 
it is NOFMA grade-marked. 


When you buy HARCO oak floor- 
Ce 
satin smooth surfaces and perfect 
a a 
color and in grades. 


HARCO 


| PALLETIZED | 
FLOORING 


Here’s the new, 
modern way to buy 
a a 
HARCO Palletized 
flooring units cut 
ig time and labor as much as 

75%. Speed up unloading and —>-| 
' warehousing. Step up efficiency i Ss : 
SU ; aan 
truck. Write for descriptive folder. “te 


— 


1% ’ i 
ee 
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Read this report by 


Wisconsin Knight 


TOP FLUSH DOOR 
ANNOUNCES NEW 
CORES, FACES, PRICES 


Detroit, June 29 (AL)-In a series of progressive 
moves to improve the flush door market for its deal- 
ers, the Wisconsin Door Company, maker of the fa- 
mous Wisconsin Knight door, announces two new 
developments: the “W-L” style core, and new, lower 
prices. 

Realizing that the current turmoil in the flush door 
market, caused by “shortcut construction” doors, 
hurts all door business, the firm has acted to supply 
a complete line of honest-value, craftsmen-made 
doors. The line features a choice of faces and cores, 
offered at prices that pace the market. A dealer need 
handle just one line when he chooses the Wisconsin, 
Knight. 


*TM Reg US Pat Off 


The new “W-L” (Well-Locked) style core is an im- 


proved “ladder” core, with 18 horizontal members and 
two interior stiles ‘‘well-locked” together to insure no 
“rattlers.” This new economy 
core is in addition to the pre- 
ferred Wisconsin Knight Grid 
Core, the strong, sturdy, stable 
unit that satisfies the most par- 
ticular buyer. With two hollow 
core styles, and the solid core 
door, dealers can serve any and 
all needs. 

Wisconsin Knight introduced 
and popularized the Lauan door 
in its Mahogany series. It is 
now an accepted standard of 
the industry. Soon after, the 
firm announced its amazing 
Birchina door, an unbeatable 
beauty in flush doors one 
every dealer should see for him- 
self. Two conventional veneers 
(Birch and Gum) complete the 
face choices--both “A” grade, 
chosen for most pleasing ap- 
pearance. 

The Wisconsin Knight is of 
7-ply construction, all wood— 
spurning cheap substitutes. The 
doors are trimmed square and 
true, sanded ready for finishing. 
No door can honestly offer more. 

The firm invites any aggres- 
sive merchandiser to investigate 
the opportunity to sell this better door. 
TWO CORE STYLES 

—Grid & Well-Locked 
FOUR BEAUTIFUL FACES 


Birch, Gum, Lavan, Birchina 





7-PLY CONSTRUCTION 
All wood, no substitutes 


INTERIOR & EXTERIOR 
With & without lights 


Distributors: Inquire NOW about this opportunity! 
Retailers: We'll send the name of YOUR jobber! 


Call collect! TEXAS 4-8008 
Wisconsin Door Company 


10101 Lyndon Avenue Detroit 21, Michigan 











BuILpiInGc Propucts MERCHANDISER 


MIXED CARS of 


DOUGLAS FIR LUMBER 


and 


ADJOINING PLYWOOD PLANT AND 
SAWMILL FOR PROMPT SHIPMENT 
OF YOUR ORDER! 


Fill your exact requirements in old-growth 
Douglas Fir Lumber and Fir Plywood the Rose- 
burg Company way! Roseburg’s adjoining 
sawmill and plywood plant give you fast, 
prompt shipment and meticulous attention to 
your order. Your car is loaded simultaneously 
from both plants — lumber from one, plywood 
from the other! 


Roseburg products are certain to please, too. 
Our new, modern sawmill has an annual ca- 
pacity of 100 million feet—Douglas Fir Dimen- 
sion, Boards and Bundled Uppers, all 100% 
kiln-dried. 


The plywood plant is also new and up-to-date 

less than a year old—with complete facilities 
for quality production. Produces 50 million 
feet of Fir Plywood annually, and both exterior 


and interior grades can be shipped, as you 
instruct. 


See that the “Roseburg Lumber” trademark is 
on your lumber products today. It means the 
utmost in quality and convenience for you. 


- 

Dealers! Roseburg's timber 
comes from the Umpqua Val- 
ley in the heart of Douglas 
County. Douglas County is the 
most heavily timbered county 
in the U. S$. today (lar ¢ 
stand of virgin timber). This 
is further assurance that Rose- 
burg products will please you 
and your customers through 
the years. 


ROSEBURG 
- LUMBER CO. 


ROSEBURG, OREGON 


Sowmill, Plywood Plants 
DILLARD, OREGON 
PHONE: 3-5561 





New Boring Kit 


A complete, self-contained kit of 
boring tools especially designed for 
use in limited space work areas, 
has been released by the Price and 
Rutzebeck Co. Called the Master 
Tight Spot Boring Set, the kit con- 
tains six bits for drilling 14” to 2” 
pipe size holes, plus 5'.” and 12” 
shank extensions, an angle head 
with chuck and accessories. Write 
Price and Rutzebeck Co., Dept. AL, 
22150 Meekland Ave., Hayward 35, 
Calif. 


New Lightweight Fountain 
Model Paint Roller 


Anew, lightweight 
model paint roller offering even 
greater ease and speed for the 
painter has been announced by E Z 
Paintr Corp., pioneer and nation’s 
largest roller manufacturer. 


fountain 


W.R. Wrape Stave Company — Industrial Lumber Company 


This new fountain roller, of one 
pint capacity, fills quickly and eas- 
ily without the hands touching 
paint. You merely stand the roller 
on end and unscrew the end nut. 
‘hen lift up the nylon end cap, 
pour paint into cylinder, replace 
nylon end cap and tighten end nut. 
One ioading will cover from 80 to 
100 square feet. The roller is dis- 
assembled just as easily for quick 
and thorough cleaning. 

Another outstanding feature of 
this new type roller is that it 
primes quickly and after a minute 
or so of rolling, the paint begins to 
flow smoothly and evenly. The 
paint does not seep out or drip. 

Write E Z Paintr Corp., Dept. 
AL, 4051 S. Iowa Ave., Milwaukee 
22, Wis. 


Aluminum Weatherstripping 


A new one-piece side weather- 
strip for double hung windows has 
been added to the line of Hettin- 
ger’s triple seal combination spring 
sash balances and metal weather- 
stripping. Roll-formed from a spe- 
cial spring tempered aluminum al- 
loy, the new side strip provides 
smooth running channels for both 
the top and bottom sash. It elimi- 
nates the need for a wood parting 
stop between them. All point of 
friction between sash and frame 


Little Rock, Arkansas 


Dixie Brand Oak Flooring — Oak Dimension Stair Treads 
Oak Trim and Moulding 





are sheathed in light gauge metal 
for a perfect weatherproofing seal. 
Write Weatherproof Products 
Corp., Dept. B, Div. AL, P.O. Box 
8498, Waldo Station, Kansas City 
14, Mo. 


Floor Level Convector 


A new floor level baseboard con- 
vector has been introduced by the 
Rempe Co. The cover of the con- 
vector rests on the floor and solves 
the wall-to-wall carpeting problem. 
The cover has air stream outlets i: 
front and on the slanted portion of 
the cover to direct the warm air 
away from the wall thus keeping 
walls clean. 

Slanted cover also discourages 
tendency to stand on it or use it as 
a shelf. Cover is 3” wide and 8” 
high. It can be used on either old 
or new construction. It is practica 
for all types of hot water or steam 
installations. 

The element (fin tube) is said to 
give greater heat transfer. The 
tubing is expanded into collard fins 
to provide a permanent metallic 
bond. Element is 1” copper tube, 
3”x3” fins. It is furnished in 10’ 
lengths. Write Rempe Co., Dept. 
AL, 340 N. Sacramento Blvd., Chi 
cago 12, Ill. 


Crack Scraper for Plaster 


Another good item for the do- 
it-yourself market. This scraper 
cuts plaster easily and is ideal for 
making V-shaped or dovetailed cuts 
in plaster cracks. For either wall 
or ceiling work. Each cutter has 
three points and are replaceable. 
Extra cutters available. 

Write Hook Scraper Mfg. Com- 
pany, Dept. AL, Queens Village 
N.Y. or John H. Graham & Co. 
Inc., 105 Duane St., New York 8, 
NY. 
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DELTA’S BIG ‘Do-It -Yoursel#”’ Summer 
Program MEANS ADDED SALES DOLLARS 
TO YOU! 








Here's the Sales Story 
Over 7,500,000 of Your 
Potential Customers 
Will Read 


. .. Transform that breeezway 
into a delightful all-year room.” 


". .. Make part of your vacation 


| 
ayer tate 
‘ 





pay, pay you, as you improve 
your home, build summer furni- 
ture, add to your house...” 


In your community, hundreds of “Do-It-Yourself” 
home owners are ready . . . ready to be sold the 
advantages of working with the right tools... of 
working with DELTA Homecraft power tools. 


The DELTASHOP Means "'Big Ticket” Sales 

You can sell ’em this ideas DELTA POWER 
TOOLS do all jobs easier; all jobs better. Even a begin- 
ner turns out “professional” work the first time he 
tries. The DELTASHOP is an easy-to-sell, big- 
ticket combination of four top-quality, full-scale 
tools... not attachments... operating on one motor. 
DELTASHOP, the man’s appliance, fits neatly along- 
side the washer and dryer as well as in a basement 
workshop. Your customer simply rolls it outside 
for outdoor work. 


DELTA QUALITY MAKES THE DIFFERENCE 





Heavy Delta national 


Your Chance for Year-’Round Profits, Too! 


Here are big ticket sales to boost your summer 
volume with BIG PROFIT sales items. Sell Delta- 
shops and lumber during the warm months. Then 
you will have new customers for lumber and allied 
products from these same power tool users during 
fall and winter. It all adds up to a year-’round 
profit making proposition. 


Sales Aids for Summer Program 

To bolster your summer sales, Delta has provided 
point-of sale material for your store. Get the details 
from your hardware wholesaler's salesman . 
meanume, send the coupon below. 


4 DELTA QUALITY POWER TOOLS 


Another Product of Rockwell 


DELTA POWER TOOL DIVISION 

Rockwell Manufacturing Co 

678F N_ Lexington Ave., Pittsburgn 8, Pa 

Please send me— 
The Delta Homecraft Tool Catalog and full details of the 
Delta “Do It Yourself” special sales program. 
The name of my nearest Delta wholesaler. 


Nome 


advertising throughout the summer 
months—in SATURDAY EVENING POST, BETTER HOMES 


& GARDENS and other leading magazines — will create “do- 


Company 


Address 


it-yourself” customer demand to build your summer soles. City 


Buitpinc Propucrs MERCHANDISER 








WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill con- 
tacts, knowledge of mill's specialties, resources, 
manufacturing and shipping facilities and a 
thorough understanding of buyer's require- 
ments, the leading Western Wholesalers below 
can help you take the worry out of your lum- 
ber buying. Tell them your needs. Let them 


supply your complete requirements 





Morrill & Sturgeon gorstune> 


Lumber Co. rt wasn OF gualtY 
YEON BLDG., PORTLAND, ORE. 





NORTH PACIFIC LUMBER CO. 
Only The Best Northwest Lumber 
P. O. Box 7764, Portland 3, Ore. 
Phone: Murdock 2126 Teletype PD 570 





WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - - - WASHINGTON 
Our 32nd Year 





564 Market St., San Frenciece 4, Calif. 


Joseph A. Adair Lumber Co. 


520 S. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lbr. Co., Inc. 
1120 Old Nat'l Bk. Bldg. Spokane 8, Wash 
PINE SPECIALISTS 

Teletype SP-17% 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 








TEmple 1448 








Duncan Lumber Co., Inc. 
818 Securities Bidg., Seattle 1, Wash. 
Specializing In Fir Gutter, off sizes and patterns 





62 











HG BLACK MGURES 


PLASTIC COATED 
won’ gus of 
MYST PROOL 

MWKEL SAVER 








Stanley’s Rule Display 


A new lithographed cardboard 
motion window display now adver- 
tises Stanley’s “Green End Rule.” 
Primarily the new display does a 
window-front sales promotion job 
for the “Green End Rule”’ but the 
life-like illustrations of Stanley 
brand screwdrivers, brace and bits, 
hammer, chisel, plane and other 
Stanley tools in the facsimile San- 
ley tool chest also do a_ brand- 
name reminder for many other 
items in the Stanley line of me- 
chanics’ and homeowners’ tools. 

Motion in the new display con- 
sists of the carpenter’s hand with 
the pencil swinging back and forth. 
The unit is battery operated. Write 
Stanley Tools, Dept. AL, New Bri- 
tain, Conn, 





























Olympic Wood Finish 


A new semi-transparent wood fin- 
ish, Olympic Wood Blerd, is being 


marketed nationally for the frst 
time this spring by Olympic Stained 
Products Co., manufacturers of 
Olympic stains and pre-stained ce- 
dar shakes, siding and paneling. 
Olympic Wood Blend is a semi- 
transparent, lightly pigmented fin- 
ish, providing a staining medium 
that can be used with equal suc- 
cess to beautify and protect both 








soft and hard woods. It is formu- 
lated to meet all decorating situa- 
tions in which the textural beauty 
of the wood suggests that the grain 
be accented, rather than hidden by 
use of an opaque finish. It is es- 
pecially satisfactory on redwood 
and red cedar. ; 

It is adapted both for interior 
and exterior use, on sidewalls and 
paneling, and is presently avail- 
able in a 6-color range of the soft- 
er, pastel tones, as well as in a 
“clear’’ formulation which, when 
applied over a first coat of Wood 
Blend in a color, provides a surface 
of exceptional durability. Write 
Olympic Stained Products Co., 
Dept. AL, 1118 Leary Way, Seat- 
tle 7, Wash. 
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New Celotex Stone Siding 


Celotex has just introduced im- 
provements in the design of its 
Celostone insulating siding panels. 
The “stones” of the new Lite-Line 
Celostone are longer and narrower. 
When the panels are applied, they 
show a remarkable resemblance to 
the modern ashlar stone coursing 
used in most new homes. 

In addition, mortar lines are in 
color and are of random widths. 
These exclusive mortar lines, with 
carefully selected and_ blended 
stone units, provide realism. Write 
The Celeotex Corporation, Dept. 
AL, 120 S. La Salle St., Chicago 
3, Tl. 





New Black & Decker Tool 


A portable electric jig saw that 
will do the work of a jig saw, saber 
saw, keyhole saw plus most band 
saw operations has been announced 
by the Black & Decker Mfg. Co. 

The Black & Decker utility jig 
saw, which can be easily held and 
guided with one hand, is supplied 
with five different types of blades 
for cutting both hard and soft 
wood, plywood, ferrous and non- 
ferrous metals, rubber, leather, 
plastics, composition boards and 
insulating materials. Write Black 
& Decker Mfg. Co., Dept. AL, Tow- 
son 4, Md. 
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 MATICO 
Plastic Wall Tile 


Put your money on a sure thing! 


Put it on MATICO plastic wall tile . . . the pure virgin 
polystyrene tile that’s destined to roll up record sales 
everywhere. 


Here’s why you can’t afford to pass up this great, new 
profit-winner. Since MATICO plastic wall tile is pro- 
duced under exacting laboratory control, colors always 
match perfectly—from lot to lot, year to year. It conforms 
to the industry's Commercial Standard CS168-50...has 
deep bevel edges... is easy to install...adheres PER- 
MANENTLY ... comes in 15 sparkling “jewel” colors, plain 
and marbleized. And to top it all, it’s made with a double 


water seal that keeps moisture out, always. 


Naturally, quality MATICO plastic wall tile is easier to 
sell . . . a made-to-order business builder that stimulates 
repeat sales, too! Send for full details on handling this 
line today. Get your share of this profitable business. 


MASTIC TILE 
CORPORATION OF AMERICA 
Dept. 3-6, P.O. Box 986 
Newburgh, WN. Y. 


Send me full details on how | can cash in on MATICO Plastic Wall Tile. 


Name 
Address 


City 





CHEAPER THAN REPAIRING | 
ALUMINUM .. WON'T STAIN 
20OuU UP TO STORE 
tAsGR AND SATER 


Durall Screen Display 


The “tired business man” to 
whom the first robin means the 
coming of a screen-installing week- 
end shouldn’t be too hard to sell on 
‘hanging to screens that “go on 
from the inside” as do the new Dur- 
all tension screens. 

The light-veined ‘‘Don’t be a fall 
guy” Durall display for store win- 
dow and counter is a compact 
16”x24” construction of cardboard, 
lithographed in full color. One of 


ing (and sales making). Write the 
New York Wire Cloth Company, 
Dept. AL, New Canaan, Conn. 


Industrial Paint Rollers 


Two new paint rollers, specially 
designed by The Wooster Brush 
Company for industrial and main- 
tenance purposes, feature fabric 
covers to carry larger paint loads, 
ability to apply practically all pro- 
tective materials, and rugged con- 
struction to stand up under hard 
usage. 

The Wooster “Long Boy” is for 
use with any length handle or pole 
up to 114” diameter, fastening on 
quickly and securely by means of 


, 


electrified lambswool in 11,” nap 
length on a_ phenolic laminated 
core of 300 lb. break-test strength. 
The frame is of heavy gauge 5/16” 
steel. Bearings are of nylon. 

The Wooster ‘“Twin-Boy” is a 
combination long-and-short-reach 
convertible maintenance paint roll- 
er. It is quickly converted for use 
on either high or low areas by sim- 
ple adjustment of worm-gear clamp 
and extension handle. 

For additional information write 
The Wooster Brush Company, 
Dept. AL, Wooster, Ohio. 


New Bruning Paint 


The incorporation of Pliolite S-5 
developed by Goodyear Tire & Rub- 
ber Co., in a new asbestos-siding 
and masonry paint developed by 
Bruning Brothers, Inc., has result- 
ed in a new product which resists 
the alkaline and acid action and 
has high adhesive and sealing 
properties. It resists the damaging 
effects of rain, snow, fumes, mil- 
dew, excessive sun, etc. Its rapid- 
drying qualities prevent dirt collec- 
tion and controlled chalking pro- 
vides self-cleaning properties. 

This new rubber-base Bruning 
product is based on tests and ex- 
perimentation in all kinds of cli- 


the popular battery-operated oscil- 
lator units provides the ladder 
movement that does the eye-catch- 


sturdy, adjustable worm - gear 
clamps. Its large-diameter remov- 
able cover is 9” 


mates. Write Bruning Bros., Dept 
AL, 4209 E. Chase St., Baltimore 
long, made of 5, Md. 


v) » 
* . a — tates . “ 








McCloud Lumber Co. 


Executive Office 
900 First National-Soo Line Building 
MINNG&APOLIS 2, MINNESOTA 
Selling the Prodwots of 
The McOtoud River Luwnber Co. 
MeCtoud, Catif. 


Dealers everywhere have found 

this to be true. Are you getting 

your share of this profitable business? Send 
for literature and familiarize yourself with 
Stewart products. In addition to fence, 
there are scores of iron and wire products, 
and every item fits into the building field. 
Write for catalogs today. 











Picket 
Fence 
in many styles 


OTHER PRODUCTS — 
Settees © Flagpoles 
Steel Folding Gates 
Bronze Plaques 

Wire Window Guards 







































































Be we RARABASASL & | ! 


THE STEWART IRON WORKS CO., Inc. 
2051 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 


WESTERN 
le] aa) fete) s)- 


IRON anda WIRE 


FENCES 


PONDEROSA PINE 
SUGAR (Genuine White) PINE 
DOUGLAS FIR, WHITE FIR 
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ESB 


THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


, 


CANADIAN Forest Propucts LIMITED 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 





“This Van of Padgett-Smith 
Oak Flooring is the finest I’ve 
ever received!” 





“Padgett-Smith Van Service on Oak 
Flooring is tailored to my needs.” 
Why don’t you demand the best in service on 
fine oak flooring? Padgett-Smith trailers give 
direct delivery within a 500 to 600 mile radius 
—or regular freight shipment to points beyond. 
Padgett-Smith flooring meets all NOFMA 
standards of manufacture and grade .. . and 
has the plus values that mean builder and 
homeowner preference. For service and sales, 
try P.S. today! 


Representatives in most states 


Write or phone for details! ) ' MA 
wee 0 Be) 


pare 


= 


4 
9 
ADGETT-\Y MITH FLOORING CO. 


Manufacturers 
PHONE 31 MOUNTAIN VIEW. MO 


ButtpinG Propucts MERCHANDISER 


here's money in 
; heath. 
casy-To-hanme 


Profitable 


} yy A 
PRESSURE TREATED — 


Stops Rot and Termites 


Know the reasons why 
genuine Pressure 
Treated Wolmanized 


American Lumber 
& Treating Co. 
Lumber outsells the ick Bid icago 4, Ill 
field two to one. Write 1673 McCormic 9, Chicago 4, Ill, 
for this free Branch Offices in Boston, New York, Baltimore, 
booklet. es Jacksonville, Fia., Little Rock, Ark., Los Angeles, 


San Francisco, Seattle and Portland, Ore. 


eB ea Wolmanized is a registered trodemark of 
eure wee American Lumber & Treating Co 
\ ; os 
ae / 











Table For Hand Saws 


A Porter-Cable Co. steel table 
with an angle gauge and fence 
quickly converts a portable elec- 
tric saw into a table saw. Because 
it weighs only 42 pounds, the table 
can be easily transported to any 
work site. Although the table is de- 
signed for heavy duty precision 
work, it is suitable for building 
contractors, carpenters and home 
craftsmen. 





QUALITY LUMBER 


Spraying by Plane 
Our Future Crop of Timber 


INSURANCE 
FOR YOUR FUTURE NEEDS OF 
@ HARDWOODS 
@ WHITE PINE 
@ HEMLOCK 


DEFEND YOUR TRADE with 


MENOMINEE INDIAN 
Neopit, Wisconsin 


Kiln-dried 


The table will accommodate any 
of seven Porter-Cable electric 
hand saws. The 18”x21” table is 
plated with zinc to provide a 
smooth rustproof surface. Steel 
rungs on the lower legs afford 
rigidity and shelf room. 

Serving as both portable tool 
and stationary table saw, this ar- 
rangement offers the owner maxi- 
mum use at low cost. Write Porter- 
Cable Machine Co., Dept. AL, 20 
Exchange St., Syracuse, N. Y. 


Sliding Door Hardware 


All outside and inside hardware 
for Slide-View sliding glass doors 
and windows is now being made of 
solid builders’ bronze, according to 
a recent announcement by Slide- 
View Steel Door & Window Co. 


Use of solid bronze, the company 
states, upgrades the appearance, 
wearability and all-around quality 
of the units. Slide-View pulls are 
also equipped with up-locking night 
latches for dependable protection, 
the company points out. Write 
Slide-View Steel Door & Window 
Co., Dept. AL, 521 N. La Cienega 
Blvd., Los Angeles 48, Calif. 


Dry-Wall Tool 


For the first time, a complete 
line of special tools and equipment 
used in dry wall construction is 
now available from the Goldblatt 
Tool Company. This complete line 
specifically designed and engin- 
eered for dry wall specialists, is 
listed in a new Goldblatt bulletin. 
Practically everything needed to 
make wallbard installation faster 
and easier is included. Installation 
and application tools, brushes, cut- 
ting tools, special measures and 
books are among the more than 50 
completely described and illustrat- 
ed items. 

This special dry wall line is a 
new addition to the regular Gold- 
blatt line of tools and equipment 
for the trowel and construction 
trades. Write Goldblatt Tool Com- 
pany, Dept. AL. 1910 Walnut St., 
Kansas City 8, Mo. 


Manvfacturers and Wholesalers of 


WOODEN FENCES 


We manufacture and sell 
all types of wooden 
fences. Rusticraft Fences 
are the choice of discrim- 
inating home owners 
everywhere—this means 
more sales, better profits 
for you. Lumberyards all 
over the country buy 
wholesale direct from us. 


FENCES 


FENCES 
FENCES 





MILLS 


Manvfacturers of 


@ IMPORTED FRENCH 
WOVEN PICKET 


@ WOVEN CEDAR 
PICKET FENCES 
@ ENGLISH HURDLE 


@ PO6T AND RAIL 


Write for Booklet & Prices 


“Rusticraft FENCE CO 








VAVIO TEMDLER- Est. 1918: 12 MING RO, MALVERM, PA 
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COUNTERBALANCED 


© lower cost 
¢ installed faster 
* for better styling 


Engineered Balancing 
6 
Never Needs 
Adjusting 
® 
Now Nearing 
70 Years of Service 
to the Industry 


LIFETIME GUARANTEE 
Pullman Sash Balances are guaranteed against 
- imperfect workmanship or materials for the life of 
the building in which they're instalied. 


ULL Sank diner 


Inexpensive windows 

make an excellent sell- 
ing point when they're 
hung with Pullman Sash 
Balances. Weathertight, 
noiseless, trouble-free op- 
eration. Alert architects 
now specitying them for 
homes, schools, hospitals 
—all kinds of commercial 
and industrial buildings. 
The Pullman method per- 
mits quick installation (10 
to 15 minutes per window), 
uniform mortise size— 
wide scope in window de- 
sign, maximum light area. 
Write today for full specs: 
Pullman Manufacturing 
Corp., 325 Hollenbeck St., 
Rochester 5, N. Y. 





24 HOURAVAN SERVICE 


on J. W. WELLS) 


VAN SERVICE 

to Midwest and 

Middle Atlantic 
States! 


COMPARE OUR THRIFTY PRICES! 
NO BETTER BUY! 


Act now for greater flooring profits. Specify and get 
extra value and service on quality hard maple tloor- 
ing. J. W. Wells offers low cost Appalachian Hard 
Maple Flooring in vans ar cars. Can be mixed with 
Oak and Beech flooring, Southern Yellow Pine, Oak 
treads, risers, thresholds and trim. Service and price 
are unsurpassed. Write today for quotations to— 


J. W. WELLS LUMBER COMPANY 
pales Office NOIMA = Sules Ofhce aad Poot 


a ee Horrimag, Tenn 





to Southern nosloulan 


HARD MAPLE| | 
FLOORING! © 











BuiLpinc Propucts MERCHANDISER 


SUGAR PINE 











A true white pine, light in color, soft, uni- 

form texture, easily worked by hand or 
machine. Ideal for interior and exterior trim, 
paneling, sash, doors, siding, pattern and cabinet- 
work. Takes and holds paint, enamels, other 
finishes beautifully, and has a fine satiny sheen 
when left natural and waxed, or lightly stained. 


This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free illustrated 
book about Sugar Pine. 
Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 





wallboard drive screws 


For installing asbestos cement- 
type wallboard use Hassall 
wallboard drive screws. Spe- 
cifically designed with spiral 
threading for better holding 
power. Supplied with nickel- 
plated finish with either cas- 
ing or button heads. Advise 
quantities. Prompt delivery. 


JOHN HASSALL, INC. 


166 Clay Street 
Brooklyn 22, N. Y. 
Established 1850 








. 

Here's the one that ) 
WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 


wit NOT SHRINK SELLS BETTER because 











STICKS AND STAYS pur it WORKS BETTER. 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
ont year after 
ear.” What's more, 
Jurham’s Rock- 
Hard Water Putty 
ty you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham's Rock-Hard 
Water Putty » not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Posy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play Available in 25, 50, 100-Ib. drums for 
ustrial users. Order from your jobber 


Des Moines 4 
lowe 


The PLASTIC Repair Material 
in POWDER Form 





Fasco Ventilating Fan 


Fasco Industries, Inc., announces 
new wall and ceiling ventilating 
fans designed for separable plug 
for even greater convenience. Mo- 
tor plugs into outlet box as easily 
as connecting any electrical appli- 
ance to a wall outlet. This simpli- 
fies final installation and makes la- 
ter removal for cleaning quicker 
and easier. Fans are cleaned more 
often with this simplified design, 
assuring better performance and 
lasting satisfaction. 

The square design of inside grille 
and outside frame simplifies instal- 
lation in outside walls of any con- 
struction. Round telescoping tubes 
are quickly adjusted to fit any wall 
thickness from 41,” to 14-7/16”. 
Write Fasco Industries, Inc., Dept. 
AL, Rochester, N. Y. 


r 


wa 


Brainard Steel Scaffolding 


A new tubular steel scaffolding, 
to be manufactured by Brainard 
Steel Division of Sharon Steel 
Corp., drastically cuts time and 
labor for scaffolding users. The 
scaffolding is ideally suited for 
bricklayers, masons, carpenters 
and roofers because of its simplic- 
ity and speed of assembly. 

The scaffolding, known as Jagiel 
“Kwik-Skaf,” has only two basie 


parts: frame and tie-bar. A unique 
slip-fit eliminates bolts, pins or 
screws. In a recent on-the-job use, 
one man erected a platform 4 feet 
high and 182 feet long in just 98 
minutes. All parts used on this job 
were delivered by light truck. Dis- 
tribution will be handled by Jagiel 
Mfg. Co., Dept. AL, 415 Madison 
Ave., Toledo, Ohio. 


Cummins Counter Display 


An attention-getting sales-mak- 
ing counter display idea to help 
dealers sell the new Ball o Rite 
portable electric workshop is being 
offered free to dealers by Cum- 
mins-Chicago Corporation. 

It is an attractively printed and 
powerfully illustrated card, de- 
signed to make a _ self-contained 
counter display of the kit case. 

Cummins’ new Ball o Rite kit is 
the deluxe quality model in the line 
and is offered as the king-size home 
workshop. It retails at $49.95 and 
includes over 50 pieces. Write Cum- 
mins-Chicago Corp., Dept. AL, 4740 
N. Ravenswood Ave., Chicago 40, 
Ill. 





Plastic Lag Screw Anchors 


Two new plastic anchors de- 
signed for use with °.”, 7/16” and 
4” lag screws or corresponding 
wood screws have been announced 
by Holub Industries, Inc. They can 
be used in any material that can 
be drilled and will support expan- 
sion as covered in the data sheet 
attached. 

These anchors are made of ethyl 
cellulose, a thermoplastic material 
well known for unusual dimension- 
al stability; its ability to with- 
stand extremes in temperature, 
age, moisture, corrosion, shock and 
vibration. Write, Holub Industries, 
Inc., Dept. AL, Sycamore, III. 
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Some of the uses for NOYO 
CONSTRUCTION HEART REDWOOD 


All Heart wood insures maximum durability—minimum shrinkage, warping or 
checking. Some of the many valuable uses for which it can serve your trade are: 


POSTS AND FENCE BOARDS + EXTERIOR BOARD & BATTEN 
FACIA AND CEILING - EXPOSED BEAMS 
LOG CABIN SIDING » RUSTIC AND DROPSIDING 
MUDSILLS - BULKHEADS - CURBING + CULVERTS » ARBORS 
GARDEN BENCHES AND STEPS + SEPTIC TANKS » KNOTTY PANELING 


Construction Heart items may be included in mixed cars with Noyo Sidings, 
Finish, Mouldings, Shop and all other Noyo products. 


write or phone nearest office 
UNION LUMBER COMPANY 


Nc =) Manufacturers 
NOYO) EDWwOooO 620 Morket Street, San Francisco 
NEW YORK CHICAGO LOS ANGELES 
i rd PM B E 2 2735 Grand Cent. Term. 228N. La Salle St. 117 W. 9th Street 
Com PANY Mills at Fort Bragg, California 


EMBER: ‘CALIFORNIA REDWOOD ASSOCIATION : ue Jos 


— — Soe wey 


DEPENDABLE QUALITY*FRIENDLY SERVICE* UNIFORM GRADES 


HOLT HARDWOOD CO. 























SE PROMPT . Manufacturers of 
DEPENDABLE. 


SERVICE ; MAPLE e BIRCH e BEECH e OAK 


i | STRIP @ BLOCK 
HERRINGBONE 


FLOORING 
GRISWOLD! 
DOUGLAS FIR 


| 
| 

and | STRAIGHT OR MIXED 
| west coast HEMLocK «=f CARS including Lum- GRADED SAWDUST 


ber, Plywood, Doors 


Stock Griswold and you stock the best. Quality lumber 


products for every need—prompt shipment and dependable High Grade Northern Hardwoods 
values. 


erection G rity | ° 
Kiln Dryi 
THE Griswo_p LuMBER Go. iii tia ie 


Manufacturers and Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 


AFFILIATED i ; . HL. C | 
7 a eo OCONTO, WISCONSIN 
MILL INTERESTS 15 Mithen Seer Anavel Cut 66 Milian tat denvel Co | 
A ET a SERIES NEE 


Members: M.F. M.A. N. HLL. A. N.H. & HMA, 








Buttpinc Propucts MERCHANDISER 69 





ae 


New Bathroom Cabinet 


The new line of bathroom cabi- 
nets recently released by the Hy- 
Plane Manufacturing Co. offer cus- 
tomers a choice of six pastel colors 
or stainless steel and two sliding 
mirror doors. Even with one door 
open users still have the unob- 
structed use of a full mirror. All 
three sizes——24”, 30”, 36”—-provide 
more than ample space for the fam- 
ily’s collection of toilet and bath- 
room articles. The glass safety- 
edge shelves are fully adjustable. 
A full-width overhead fluorescent 
lighting fixture is optional equip- 


ment. Write for brochure SD-2A, 
Hy-Plane Manufacturing Co., Dept. 
AL, 1822 Cadwallader St., Phila- 
delphia 22, Penna. 


Easily Installed Lock 


Simplicity and speed of installa- 
tion are the reasons for the popu- 
larity of the new Chesler, Inc., 
Reddi-Mount cylindrical lockset. 
Ingenious in design and factory 
pre-assembled, it is said to be the 
only lockset of its kind that can be 
installed as one unit a boon to 
the do-it-yourself and the profes- 
sional mechanic. It highlights a 
free-wheeling knob that spins when 
locked a preventative to forced 
entry and damage to the mechan- 
ism. 


It is smartly styled, has locking 
push-button in the knob, 5-pin cyl- 
inder, brass latch and trim and 
concealed screws. 

It unlocks automatically by turn- 
ing the inside knob. Write J. Ches- 
ler & Sons Inc., Dept. AL, 45 Va- 
rick Ave., Brooklyn 37, N. Y. 


Precision Saw Setter 


An new automatic band saw set- 
ter, made by the Foley Manufac- 
turing Co., features a new twin- 
hammer action that will set both 
rows of teeth (both sides of saw) 
in one operation. Setting speed 
ranges from 61% to 15 seconds per 
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PONDEROSA PINE 





WHITE FIR INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Trade Mark 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 


Registered 




















PROFITS for YOU! 





English Type 
RAIL and HURDLE 


FENCE 


ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Eatire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 


YOU SELL FENCE 
We Carry Inventory 
Will ship, in your name, from 


our Yards in Toledo and 
West Virginia 


classified 
advertising ... 


. is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you'll find column after column 
offering real business opportunities. 








. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 
issue. 
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foot for saws with 4 to 8 points 
per inch up to 1!.” wide. The ma- 
chine also sets hand saws from 4 
to 16 points per inch. 

Perfect uniformity of set for all 
teeth results from the exclusive 
twin-hammer action because both 
hammers are powered by one 
spring. This precision set avoids 
tooth breakage and produces true- 
cutting saws which stay sharp 
longer. 

No special skill is needed for ac- 
curate operation and there is no 
eye-strain. Long life is assured by 
hardened steel anvils and hammer: 
precision bushings and lifetime lu- 
bricated ball bearings. Write Foley 
Manufacturing Co., Dept. AL, 3300 
Fifth St. N. E., Minneapolis 18, 


Clarke Floor Mat 


A low-cost, high-quality rubber 
floor mat calling the customer’s at- 
tention to rental sanding and pol- 
ishing equipment is the practical 
sales help being made available to 
dealers by the Clarke Sanding Ma- 
chine Company. The mat can be 
used inside or outside doorways, at 
cash registers or before rental de- 
partments. The mat is 20” x 36” x 
3/16” and made of sturdy, natural 
rubber with slip-proof corrugation. 

Because Clarke purchased the 
mats in quantity, they are being of- 
fered to dealers at only $6.95 each 
delivered, less than half the cost of 
such a mat if bought singly. Write 
Clarke Sanding Machine Co., Dept. 
AL, Muskegon, Mich. 


Exterior Paint Roller 


A new paint roller and rack for 
exterior painting has been intro- 
duced by the Fond Du Lac Roller 
Corp. This combination, called the 
Bestt Bucket-Jac package consists 
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of a 5!.” Bestt Slip-off Rollr, a 
roll out plate and a sturdy wrought 
iron pail holder. The unit is ideal 
for building exterior paint sales 
because it makes outside paintine 
from a ladder easy and safe for 
homeowners. 

The Bucket-Jac simply clamps 
and locks on two ladder rungs be- 
hind the ladder. A finger tip spring 
control clamp holds the top edg« 
while the bottom of the bucket fits 
over a contour pail rest. The Bestt 
Bucket-Jac centers the weight of 
the paint and holds the bucket se- 


Force-Proof Sargent Lock 

Sargent Integralock with its 
unique force-proof knob has a 
shear-pin in the knob which breaks 
under extreme torsion (if a wrench 
is applied, for example) and allows 
the knob to spin without operating 
the lock. But the correct key still 
works, and the pin can be replaced 
easily. 

The “Sentry Bolt” is another In- 
tegralock extra security feature. 
It’s a horizontal dead bolt of tough 
extruded brass that gives nearly 


an inch of additional protection. It 
operates from inside by a_ turn- 
knob, from outside by key. Write 
Sargent & Co., Dept. AL, New 
Haven 9, Conn. 


curely between the ladder uprights 
at a safe, sensible angle. Write 
Fond Du Lac Roller Corp., Dept. 
AL, Fond du Lac, Wis. 





for top quality 


HARDWOOD and 
PINE Lumber 


Our motto is—''We sell to Serve Again”, and 

we mean it. We appreciate your first order, 

but it's your repeat business we're really after, 
and that takes quality! Consis- 
tent quality! Give us a chance 
to prove it! 


THREE 
MODERN 
MILLS: 
Urbana, Ark. 


Calion, Ark. 
Springhill, La. 


BROS. AOD CK 


PHOWE 1.0.16 


TWX 461 














NAMES IN THE NEWS 





McCormick-Baxter Creosoting Co. Expands Treating Service 


The McCormick- 
Baxter Creosot- 
ing Co. has ex- 
panded its pres- 
sure treating of 
wood facilities by 
moving into pro- 
duction with pen- 
tachlorophenol 
preservative, at 
Stockton, Calif., 
Howard W. Bax- 
ter, vice - presi- 
dent of the com- 
pany and head of 
the Stockton 
plant, has = an- 
nounced Penta 
treatment will al- 
so be available 
at the Portland 
Ore., plant of the 
company u p on 
completion of 
mechanical changes 
At Stockton, one cylinder seven 
feet in diameter and 142 feet in 
length is being used for penta and 
primaty use of penta will be for pole 
treatment. Other items such as fresh 
water piling, crossarms, structural 
timbers and lumber will also receive 
penta treatment as required by cus- 
tomer svnecifications 
The McCormick-Baxter Creosoting 
Co. has two treating installations 
The Stockton plant was started fol- 


lowing the outbreak of World Was 
II, being built to supply Navy de- 
mands for piling in the South Pacific 
Today, this installation is operating 
four cylinders with three types of 
treatment to offer penta, creosote 
and a salt treatment 

The other McCormick-Baxter plant 
was built in Portland two and one- 
half years after opening of the Stock- 
ton plant. It is now equipped with 
three cylinders and offers the same 
type of treatment 


New Facilities for B. F. Goodrich Flooring Division 


taymond H 
Blanchard, pres- 
ident of Hood 
tubber Com- 
pany, a_ division 
of B. F. Good- 
rich Company, is 
shown breaking 
ground, May 19, 
1953, for  erec- 
tion of a new one 
and a half million 
dollar plant for 
the manufacture 
of B. F. Goodrich 
Koroseal Floor 
Tile at Watertown, Mass 
The three-story brick and _ steel 
building will be equipped with the 
most modern machinery and elec- 
tronic controls for producing this 
quality vinyl plastic flooring. This 
expansion to the Flooring Division 
will provide increased capacity for 
the exclusive production of the new 
development in floor tile, in addition 
to the division's regular products 
rubber tile, asphalt tile, rubber cove 
base and accessories. The new plant 
is expected to be in operation early 
next year to meet the ever-increasing 
demand for Koroseal floor tile. 
Others present at the ceremony 
were (left to right): W. Brown, Jr., 
general manager of the Flooring Di- 
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vision; H. B. Leland, vice-president 
in charge of manufacturing; B. W. 
Morrison, divisional superintendent 
of engineering; R. H. Blanchard, 
president; H. D. Billings, president 
and treasurer of The Trendennick-Bil- 
lings Co. (building construction); C. 
W. Coffin, manager of plant develop- 
ment; F. A. Ejifler, supervisor of tile 
flooring; P. G. Bratenas, assistant 
divisional superintendent of industrial 
products; P. N. Rolbin, technical 
aide; H. Hogan, construction superin- 
tendent for Tredennick-Billings Co.; 
R. Williamson, superintendent of en- 
gineering and design; J. F. Leverone, 
director of employe relations; R. S 
Buffum, Anderson Nichols & Com- 
pany (architects and engineers); S 
Page, supervising engineer 
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Edward = Salas 
has been  ap- 
pointed advertis- 
ing manager of 
Sapolin Paints 
Inc., New York 
City, manufac- 
turers of house- 
hold paint prod- 
ucts, it has been 
announced by E. oy 


A. Eckart, pres- EDWARD SALAS 


ident. 

Prior to this appointment, Salas 
served for eight years as advertising 
manager for Nuodex Products Inc., 
Elizabeth, N. J., manufacturers of 
special purpose chemicals for the 
paint and allied indurstries. He will 
assume his duties with Sapolin im- 
mediately. He is an advertising grad- 
uate of New York University. 


New Industry Group 


Organization of 
a new _ industry 
group to sell the 
complete line of 
Kaylo and Fiber- 
glas industrial 
insulations has 
been announced 
by Edward J. 
Detgen, general 
sales manager of 
the General 
Products Division of Owens-Corning 
Fiberglas Corporation. 

Hugh T. Williams, who has had 
more than 13 years of exverience in 
the industrial insulation sales and en- 
gineering fields will head this new 
group as manager of Industrial In- 
sulation Sales. He will report to D 
M. Rarthold, sales manager of the In- 
dustrial Construction Materials Di- 
vision. 


H. T. WILLIAMS 


Owens-Corning distributes Kavlo 
Heat Insulation products mannfac- 
tured by Owens-IIllinois Glass Co. 

“With the addition to Kaylo heat 
insulating products to the Owens- 
Corning line of Fiberglas industrial 
insulations, we now offer the best and 
most complete line of incombustible 
industrial insulations available to the 
trade for use in all temperatures 
from below zero through 1200° F.,” 
Mr. Barthold said 

Mr. Williams was formerlv with 
the Kavylo Sales Division of Owens- 
Tllinois Glass Company, handling spe- 
cial assignments and directing a 
sales-educational program in indus- 
trial insulation. Prior to that he was 
manager of the contract division of 
the Beniamin Foster Company of 
Philadelphia. manufacturer of ad- 
hesives and Indianapolis branch man- 
ager and industrial insulation engi- 
neer with the Midland Fngineering 
Co 

A veteran of World War IIT, Mr. 
Williams served as a technician wih 
the UT’. S. Air Force on Saipan in the 
Pacific. He attended Indiana Uni- 
versity 
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TWIN HARBORS LUMBER COMPANY | 


Aberdeen, Washington 





Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES | 











Make wa Your sera fe lumber fA2y 


Utilize those odds and ends of lumber. They'll pay their way 
with profits to boot if you make pickets out of them! The 
Schubert Picket Maker points 200 to 250 158” to 35%” width pickets 
per hour with planer-smooth finish. No sanding required. Adjusts to cut any 
degree of sharpness or bluntness of picket point. Light enough to carry to SCHUBERT 
stockpile—38 Ibs.—yet strong and durable for year after year use. 24” high. 
30” handle provides easy leverage. Anyone can operate. Seven day delivery. PICKET CUTTER 
Send today for literature! 


WITH A 


Net Price only $52.50; f.0.b. Wilmette, Illinois 


H. A. SCHU BERT CO. Machinists 


1212 Washington Ave. Wilmette, Illinois 





DO - IT - YOURSELF 


- SOUTHERN PINE 6 > BCE tes 
HARDWOOD FLOORING 
SOUTHERN HARDWOODS 


Hawkins adjustable, prefabricated 
steel railings are guaranteed to fit 


any normal porch or step arrange- 


Nar Yess t 
URANIA — a Dependable ” et va 
Supply Source for over 50 
Years. 


Urania customers know that year in, year out, : FILL RAILING ORDERS FROM STOCK! 


quality lumber is a byword with Urania. Prompt a 
service, good manufacture, and a permanent se Over-the-counter 
timber supply have given Urania a reputation 
for dependability few concerns can match 


sales of posts, wall fittings, level and bevel 


made from customer’® rough sketch. He can 
assemble and cut to length on the 


rails are quickly 


job—or you can for him 
You, as & new customer, are invited to try ee Telescopic fittings and posts eliminate close fit-ups, make instal 
Urania not on Name but on Merit. See how es lation homeowner simple! 
this fine lumber and flooring — manufactured be) enameled. Sell 
with the latest modern equipment — will detiver 
lasting satisfaction to you and your customers 


Railing pieces in satin black or white 
inside for stairs, outside for porch of terrace 
A real profit-maker! 


Straight or mixed cars of Urania Oak Flooring, 4 
. 5 PROFIT, TOO, WITH HAWKINS 
th P d South Hardwoods. 3 P17 (- ’ 
ee veaceacpaliancae: 4 ADJUSTABLE “BURGLAR BARS’! 


Blend with any architectural style, pro 











Posts, poles, piling and creosote timbers pes- 4 oO 
sure treated in our vew treating plant. ; 








tect with the strength of wrought-steel, 
easily installed and moderately priced. Hawkins window guards 
keep prowlers out, children in, and are quickly removed in case 


of fire, or for cleaning and painting, Every home and business 
needs them! 


Write today for free catalog and low price list 





HAWKINS IRON COMPANY, INC. 


315 North 4th St. Dept. Al 
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Appointed Vice-President 


Appointment of 
Gilbert L. Gould 
as vice-president 
in charge of sales 
has been an- 
nounced by Lou 
M. Dexter, presi- 
dent of Dexter 
Lock Company, 
subsidiary of the 
National 3rass 
Company, Grand 
tanids. Mich 

During his 25 years’ association 
with the company, Mr. Gould served 
in various capacities in sales. Start- 
ing as sales representative in a mid- 
west territory, he rose to the position 
of assistant sales manager a few 
years later. In 1943 he became sales 
manager, the position he held until 
his recent appointment 

In this new responsibility, Mr 
Gould will continue to direct and su- 
pervise the sale and distribution of 
Dexter builders’ hardware products in 
the United States and, through Dex- 
ter subsidiaries, in Canada and Mex- 
ico 


ee 2 


G. L. GOULD 


Interior Church Decoration 

With the accelerated program of 
new church construction, and mod- 
ernization of existing places of wor- 
ship, the application and use of in- 
terior materials is of great interest 

One such example is the use of 
Sea Swirl, the decorative fir ply- 
wood, in the chancel of the new 
Emmanuel Lutheran Church, Willa- 
mina, Ore The product is very 
adaptable to church interiors. Light 
durable, splinter-proof and easy to 
apply, Sea Swirl is pr@pared by a 
special manufacturing process which 
removes the soft growth from high- 
est quality Douglas fir. The result- 
ing surface gives a distinctive three- 
dimensional effect, with natural 
grain patterns of the wood forming 
pleasing swirls and contours 

It can be used in natural tones, 
metallic finishes, or in a wide vari- 
ety of pastel colors Sea Swirl 
comes in standard 4’x8’ panels 5/16” 
thick or in special sizes on order 
Full color literature is available 
from Associated Plywood Mills, Inc., 
Eugene, Ore. 
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MRS. DON 
DUNN preparing 
lunch in her new 
kitchen. Spotlite 
knobs and revolv- 
ing corner units 
are prominently 
displayed as part 
of the attractive 
farm-home kitch- 
en 


“Farm-in-a-Day” Kitchen Washington Steel Products Enhance 


The Farm-In-A-Day project at 
Moses Lake, Wash., combined the 
arrival of irrigation water to the 
rich Columbia Valley country, and 
the erection of a 120-acre farm in a 
24-hour race against the clock. 

The farm included an ultra-mod- 
ern house, buildings and the tilling, 
cultivation. irrigation and planting 
of the 120 acres of land. Farm-In- 
A-Day teams completed the job in 
less than 20 hours 

Washington Steel Products, Inc.., 
Tacoma, Wash., furnished a Pop-Up 


refuse container, fruit and vegetable 
storage units, enameled metal draw- 
ers, revolving corner units, disap- 
pearing towel bars, spotlite knobs, 
cabinet pin hinges and rolling door 
track and hangers for the closets. . 
and the kitchen proved to be the 
most popular room in the house. 

The completed farm was turned 
over to Donald Dunn and his family. 
who was adjudged the worthy farm- 
er-veteran winner in a national con- 
test conducted by the Veterans of 
Foreign Wars. 


New Laboratory—Certain-teed Products Corporation 

Here is one of 
the laboratories 
at the new engin- 


eering research 
and development 
center recently 
completed by Cer- 
tain - teed Prod- 
ucts Corporation. 
Inset at lower 
right shows lab- 
oratory _ techni- 
cian analyzing a 
sample of gyp- 
sum plaster in a 
special testing 
room. The new 
center, to which 
Certain-teed has 
moved its experi- 
mental and de- 
velopment work 
from Chicago, 1S 
at -aoli, Pa., 
several miles 














from Certain-teed’s home offices in Ardmore just outside of Philadelphia. 


Hardwoods Exhibit 
Features Built-in Equipment 


A contemporary “living - kitchen” 
featuring built-in gas cooking equip- 
ment by Chambers of Shelbyville, 
Ind., is one of the highlights of the 
Hardwoods Exhibit which recently 
opened at Chicago’s Museum of Sci- 
ence and Industry. 
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7th at Chestnut — St. Lovis 1, Mo. 
Phone Chestnut 9238 
and 


HARD MAPLE — KILN DRIED — ALL THICKNESSES AS 


*1 Com. & Btr. or Selects and Better — ALL ‘ Rs 
QUALITY STOCK — NHILA Cert. attached. as 


ecomcetcrrome! §=—|-BEAITY 
ALIFORNIA ae 
SUGAR G&G WESTERN 


PINE AGENCY, INC. 
# 1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR er tne 
Selects and 
PINE  -:.., 


. 
California Ponderosa Pirie crue) BRUCE BLOCK FLOOR 
Mouldings and Cut Stock 


For literature and prices, write 
rege Meat e 











.. Bruce Co., Memphis 1, Tennessee 

















Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per 
a charge. 





e i iadaiatita cash dividends DRY SHEDS—Ample Storage Adjacent to Car- 


e trained engineers line Means Dry Lumber for you. 


e more than 80 branch claim offices in U. S. DRY LOADING DOCK—Can Load 19 Cars 
and Canada 


Under Roof. Assures you quick 


| Shipment Regardless of Weather. 
Lumbermens “UW UL) “apy 


Operating in New York stote os (American) Lumbermens Mutual Caswolty Company of illinois 
James S$. Kemper, chairman H.G. Kemper, president @ Mutual insurence Building, Chicege 40 


| THERE 1S NEVER A LET DOWN 
———— —— | 3°) IN OUR QUALITY- 
PRECISION MANUFACTURE 














TANNEWITZ ort: 


for Swing S$ . 
SAV i Y “ ar fae lg 


LUMBER AND LABOR } / i] 
oe Yh y 
‘30 Days Free Trial 4 Yf/)}// 
Y 


/ 


Lumber Company 
ORDER NOW OR SEND FOR 


CIRCULAR 


,|ANNEWITZ WORKS 


GRAND RAPIDS 
‘a 





Mills of Anderson & Canby, Californie 
Sales Office: Anderson, California 
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COMPANIES ANNOUNCE 


Ads in American 
Lumberman Win Prize 


North Idaho Englemann spruce ad- 
vertisements of the Pack River Sales 
Co., Spokane, Wash., which have been 
appearing in the American Lumber- 
man, won top prize in the sixth an- 
nual advertising art competition 
sponsored by the Advertising & Sales 
Association, Spokane. The company 
and its agency, Miller, Ogle & Myers, 
Inc., each received plaques in the in- 
dustrial publications division of the 
competition. More than 400 pieces of 
advertising art competed. 


New Clarke Branch Office 


The opening of a new Los Angeles 
branch of the Clarke Sanding Ma- 
chine Company, Muskegon, Mich., has 
been announced by Ernest Cooper, 
company president. The branch, lo- 
cated at 4711 W. Washington Blvd., 
is one of 37 sales and service branches 
of the company located in principal 
cities throughout the country. 

R. P. Lockert is divisional sales 
manager in the new branch, Cooper 
said, and Fred Movey is service man- 
ager. 

All floor maintenance machines 
produced by Clarke along with Clarke 
wet and dry vacuum cleaners and 
Clarke rental and contractor sanders 
will be displayed in the 4,000-square 
foot building. The structure also in- 
cludes a warehouse with a complete 
stock of sandpaper, brushes, parts 
and accessories. 

Cooper said the branch will make 
possible a more complete servicing 
and repairing of all Clarke machines. 
Spacious parking facilities adjoin the 
new building. 


Curtis Companies 
Name Officers 


G. M. Curtis was reelected presi- 
dent of the Curtis Companies, Inc., 
Clinton, Iowa, during the annus 
shareholders meeting May 19. Other 
officers elected include: G. L. Curtis, 
chairman of the board; J. K. Cozier, 
vice-president; E. J. Curtis, Jr., vice- 
president and secretary; E. B. Oyaas, 
vice-president and treasurer; I. H. 
Ramsey, vice-president; G. A. Jen- 
sen, assistant treasurer: and M. R. 
Carlson, assistant secretary. The firm 
manufactures woodwork and _ win- 
dow. 


New Kawneer Apointments 


C. S. Hanson and Blair A. Helle- 
bush have been appointed sales man- 
agers of the eastern and midwestern 
areas respectively of the Kawneer 
Company, it was announced by David 
S. Miller, vice-president for architec- 
tural sales. 

The new appointments are designed 
to strengthen the field sales position 
of the Kawneer Company in promot- 
ing new and improved products and 
in expanding the advertising and sell- 
ing programs. 
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With a background as New Eng- 
land district manager, and more re- 
cently as product manager for Kaw- 
neer, C. 8. Hanson has had wide field 
sales experience. As sales manager 
he will have direc! responsibility for 
the Cleveland, Eastern and Southern 
divisions of Kawneer. 

Blair A. Hellebush, a graduate of 
the University of Rochester, has had 
valuable experience in market re- 
search and in the sale of building 
products. He became sales manager 
of the midwestern area with direct 
responsibility for the Cincinnati, Cen- 
tral and Dallas divisions of Kawneer. 

Both of these men will assume full 
and complete line responsibility for 
the areas assigned, working with the 
respective division managers. They 
will take an active part in field sales 
programs and will provide close rela- 
tionship between field activities and 
general sales planning. 


G. A. Meyers, sales manager of 
Berns Mfg. Corp., 3050 No. Rockwell, 
Chicago, announces the appointment 
of Barney De Ramus and Associates 
as sales representatives for Berns Air 
King Fans in California, Arizona and 
Nevada. The De Ramus organization 
which travels five salesmen, is located 
at 125 So. Santa Fe Ave., Los Angeles. 
The firm maintains an 18,000 sq. ft. 
warehouse to provide fast, immediate 
delivery throughout the territory. 


John M. Oliver, after serving for 
the past two years as Special As- 
sistant to the Director of the Lum- 
ber and Wood Products Division of 
the National Production Authority, 
recently resumed his duties as New 
York District Manager of E. L. Bruce 
Co., Memphis, Tenn. Mr. Oliver rep- 
resents the firm’s hardwood flooring 
and household products divisions in 
New York City, Connecticut, northern 
New Jersey, Long Island and West- 
chester County. 


Joseph S. Whiteman was recently 
appointed sales manager of A & F 
Tileboard, it was announced by W. 
Ray Frye, vice-president and general 
manager of the company. Mr. White- 
man was formerly with Stratton- 
Baldwin Company of New Orleans, 
distributors, where he was in charge 
of O’Cedar Corporation products. He 
has been traveling through the coun- 
try to confer with A & F Tileboard 
sales supervisors. “Although I will 
have an office at the plant in Alex- 
andria,” Mr .Whiteman said, “I don’t 
expect I will spend too much time 
there as I want to get out and meet 
as many of our jobbers and distribu- 
tors as is humanly possible.” 


John O'Hare Harte, for the past six 
years managing director of the Fir 
Door Institute, Tacoma, has resigned 
from that yosition and become re- 
gional sales manager of the FE. A. 
Nord Sales Company, Everett, Wash. 

The Nord Sales Company is the na- 
tional sales outlet for E. A. Nord 
Company, Everett, manufacturers of 
stock house doors, garage doors, and 
other types of Douglas fir doors. 

In announcing the appointment, 
E. A. Nord, president of the Nord 
Company, said the territory under 


Mr. Harte’s jurisdiction was that east 
of the Mississippi and down into 
Texas. 


“The fine record achieved by Mr. 
Harte, as managing director of the 
Fir Door Institute, since 1947,” said 
Mr. Nord, “made his choice a natural 
one for this new position that we 
have found necessary to create be- 
cause of the rapid growth of our com- 
pany in manufacturing and sales dur- 
ing recent years.” 


Mr. Harte leaves for the east im- 
mediately to take up his new duties 
with the Nord Company. 


Curtis W. Wells has been trans- 
ferred from Flintkote’s Detroit dis- 
trict sales office to the southeastern 
Ohio and northern West Virginia ter- 
ritory, Harold Whittemore, western 
division sales manager, announced. 


Robert T. Paradise has been ap- 
pointed manager of Georgia-Pacific 
Plywood Company’s wholesale dis- 
tribution warehouses at Boston, Wal- 
tham and Providence, according to 
F. D. Unkel, general manager of the 
company’s Eastern Division. Mr. 
Paradise has been associated with 
Georgia-Pacific in various sales ca- 
pacities in New England since 1948 
and previous to his new appointment, 
served as acting manager of the 
Boston Warehouse. seorgia-Pacific 
operates 28 warehouses located 
throughout the nation. Its Boston, 
Waltham and Providence warehouses 
carry complete stocks of Douglas Fir 
plywood, GPX plastic-faced plywood, 
WedgeWood, hardwood plywood, in- 
terior and exterior doors, interior gum 
and birch flush doors, Decorator 
doors, lumber, millwork and molding 
items. 


OBITUARIES 


WILLIAM (BILL) THOMPSON 
BLACK, 71, vice-president and adver- 
tising manager of the California 
Lumber Merchant, died May 18. Born 
in Ireland, he came to California in 
1923 and became a U.S. citizen. He 
was associated with the California 
Lumber Merchant for 30 years. He 
was also ad advertising representa 
tive for the Gulf Coast Lumberman. 
Black is survived by two brothers. 


F. B. CLARK, 57, treasurer of the 
Fred B. Clark Lumber Corp., North 
Westchester, Conn., died June 12. He 
is survived by his wife, Mrs. Mary 
Odermann Clark, four daughters, two 
sons and nine grandchildren. 


HARRY V. BOWDEN, 60, vice- 
president of the Bowden Lumber Co., 
Ltd., Willowdale, Ont., died of a heart 
attack May 27. Mr. Bowden had been 
associated with the lumber company 
for 45 years. His wife, two sons and 
a daughter survive. 


WILLIAM EDWARD GREER, sec- 
retary-treasurer of the Fort Wayne 
(Ind.) Builders Supply Co., died on 
May 21. 
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CHURCH FURNITURE 


Quick ESTIM ATING SERVICE 
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FLOATS, DARBIES 
CEMENT TOOLS, HAWKS 


FOR THE TRADE 
FOR THE FARMER 
FOR THE HOUSEHOLDER 


NICHOLLS MANUFACTURING CO., OTTUMWA, IOWA 


CARPENTER SQUARES 
AMERICA’S FIRST 
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FOR EVERY USE 
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KIRBY 


Lumber Corporation 


@ Yellow Pine 
@ Oak Flooring 
KIRBY BUILDING HOUSTON, TEXAS 


“Is it as Good as Kirby’s?” 























| Ready Lumber & Plywood Co. | 


3903 University Way — EVergreen 2400 — Seattle 5, Wash. 


PLYWOOD 


ROTARY CUT MAHOGANY 
RIBBON GRAIN MAHOGANY 





SEN WOOD + SHINA ° 
DOOR PANELS 


Write us for samples 


BIRCH 
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CAK @ BEECH @_ PECAN 


“Mt. Vernon” is the home-mark of customer 
satisfaction. Made from top-quality lumber, 
carefully manufactured and graded, you 
get guaranteed quality from every shipment. 


ALSO BAND SAWN HARDWOODS 


Latest Equipment: Dry Kilns, 
planing mill and flooring plant 


send us your inquiries 


MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabama 











DEALERS get your share ot ; 


=, WE DO ALL THE WORK... . 





All the 


All the 


Building Products 


Advertising in 
HOME: SELL 
the reader 

for you! | 


The 
-House-Plans in 
HOME PRE-SELL 
the reader 
for you! 


’ “HOME” 
can be your 
Ace Salesman 


ba -vol el aelt late! 


‘94.6% 
of dealers 
RENEWING THEIR 
CONTRACTS for 
second 
year! 


/ Articles in HOME 


Let us show you how easily and in- 
expensively you can increase your 
profits. Just llc each—your only cost 
for having us mail HOME Maintenance 
& improvement magazine, with your 
company’s name on the cover, directly 
to your customers and prospects—this 
even includes our paying the postage. 
Then watch “HOME” go to work for 
you—giving the readers 101 ideas on 


How-To-B:iild or improve their 

and—telling them to come in and see 
you who are sending them HOME 
Maintenance & Improvement. 1,794 
dealers from coast to coast are happily 
reporting new sales of everything from 
house jobs to hammers as a result of 








\ 


‘the rich homeowner market! 


| you GET BIG NEW. PROFITS ) 
ow 


1,734 Dealers like you now making money from 
this proven plan. 


They’re selling house jobs, lumber, tools, paint 
and hardwere=—all as a direct result of HOME. 


The ONLY magazine that covers ALL your 
products and services. 


WE DO ALL THE WORK 


1 We mail HOME 3 We pay all the 
quarterly to postage and 
your list. charges. 


2 We print your 4 We check your 
company’s name list against 
BIG on the front duplication and 


covers. protect your 


your ONLY COST is He each 


Please rush me a copy of HOME Maintenance & Improvement — 
I am interested in increasing my sales and profits. There is no 
obligatian of coures. 


Our present mailing list contains approx. names 
COMPANY 

ADDRESS TELEPHONE 

city. STATE 


MY NAME IS TITLE 


MAIL TO: “HOME” Magazine, Box 4 
139 N. Clark Street, Chicago 2, Illinois. 





Classified 
Advertising 


All ade for classified section must be in Pub- 
lisher’s office 14 days preceding date of - 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge 82.00 





Rates: 
1 Time —10c per word to: each insertion 
Minimum charge of SOc per line 
3 Times — Sc per word tor each insertion. 
Minisium charge of 45c per line. 
6 Times — &c 7 word tor each insertion. 
um charge of 40c per line. 
26 Times — 7c per word tor each insertion. 
Minimum charge of %5¢ per line. 
Por adverti te bearing box ber count 
five extra words. There are approxim “as 
5 words to a line and when less are speci 
or used, regular line rate is charged. 
When answering box numbers cr mailing 
covy for ade address them to: 
AMERICAN LUMB AN. INC. 
139 N. Clark St.. Chicago 2. Il 


HELP WANTED 


LUMBER IACKS 6 IILLS TOO: 
bes trust to luck In | rT new posi- 
tion? We either have, or evelop the job 
= want In any section of the U.S. or Canada. 
alified persons with records - 
sored on a “NO JOB NO basis. Tell us 
your wants. Confidential. 
HINES EXECUTIVE SERVICE 
5355 W. North Ave. Chicago 29. MNlinois 











EXECUTIVE ASSISTANT SALES MANAGER 
Wanted By 

Large progressive Western Pine Region lum- 

ber operation. age 30 to 35, preferably col- 
r 


lege man, experience required in adminis- 
trative selling. Excellent opening for right 
party. Give full particulars of training, school- 
ing, personal background, references, and 
starting salary wanted. Address reply to Box 
H-56, American Lumberman, Inc. 


Man not over 35, ex enced in retail lum 
ber business. To list lumber from blue prints, 
also to make cupboard and other millwork de 
tails. Lucas County Lumber Company, 2216 
Consaul Street, Toledo, Ohio. 


Experienced bookkeeper. Take full charge 
complete set books active retail yard. Locate 
Warren County, N. J. Send resume and sal- 
ary requirements to Box J-24, Amorican Lum 
berman, Inc. 

FXECUTIVE MANAGER, will pay qood salary 
and bonus to right party, with privilege to 
purchase interest or control in lumber busi 
ness located in the Calumet Region. Annual 
business approximately $300,000.00, with ca- 
pable management could easily be doubled. 
If interested write for personal interview to 
Box H-60, American Lumberman, Inc. 


Plant superintendent for long established 
concern in the millwork. woodwork and lum- 
ber business located in metropolitan New 
York. Excellent opportunity for right man. 
Give experience and qualifications, aqe and 
salary. Address Box J-38, American Lumber- 
man, Inc. 

Manager for new Super-Market” type lumber, 
building supply, plumbing and appliance 
store, located in southeastern Indiana town, 
population 10,000. Aqe °8 to 35. Minimum 5 
years sales merchandising and supervisory 
experience. Salary plus percentage. Give per- 
sonal history, education, employment, refer- 
ences. Dunlap and Company, Inc., Columbus, 
Ind. 


MALE HELP WANTED 
Territories open in [Illinols, Indiana, and 
Michigan, for experienced Wholesale Lum 
ber salesmen. To represent a progressive 
Wholesale Lumber Corporation. Address Box 
]-22, American Lumberman, Inc. 


HELP WANTED: Millwork Estimator with cost 
book A and practical experience in stock and 
special millwork, capable of accurate take offs 
and pais residential, cial, church, 
and industrial plans in fast growing Memphis. 
Tenn., with 30-year old, well financed com 
pany, half million volume, modern mill, air 
conditioned offices, employee benefits. Wil! 
arrange interview our expense if your quali 
fications interest us. Address Box J-23, Amer 
ican Lumberman, Inc. 


80 











HELP WANTED 
Young man 


oO oO of building ma- 
terial jobber to assist bu of hardware, 
paint and building materials. Retail yard ex- 
perience desirable. Address Box J-36, Amer- 
ican Lumberman, Inc. 


SITUATIONS WANTED 


Retail Manager, experienced in all phases of 
lumber, hardware, coal, paint and building 








SALES REPRESENTATION 
WANTED 


Wanted—Sales Representatives to sell line of 
corner china cabinets and drawer cases to re- 
tail lumber yards. Write gi terri: de- 
sired—Harris Products, Inc., A N. 








Manufacturers Representative to sell high ° 
ity nationally advertised sash balance. Must 
have following among sash and door jobbers, 





material. Familiar with F.H.A. Honest, ca- 
pable and successful. Can take charge. Avail- 
able 30 days. Address Box J-30, American 
Lumberman, Inc. 





Yard Manager, available in thirty days, Chi- 
cago or Suburbs. Address Box J-41, American 
Lumberman, Inc. 





Young man with 2 years Mill and 2 years 
Wholesale Selling Experience. University 
Graduate, 28 years old with 2 years in su- 
pervised mill training program and 2 years 
selling all species in and around Chicago 
area. Knows the Illinois market and has 
proven sales record. Would like to talk over 
possibilities of working into old reliable 
wholesale operation in Chicago area. Would 
like the opportunity of obtaining equity in 
business. Address Box J-42, American Lum- 
berman, Inc. 


dealers and sash unit manufacturers. 
Company is long established, well rated. 
Commission. Reply should state ex ence, 
age, territory covered and lines handled. Ad- 
dress Box J-26, American Li 


SALES REPRESENTATIVES 
AVAILABLE 


New Jobber of building materials desires to 
represent facturers of halt fin 
steel products, hardwood plywoods, birch 
doors, and omer associated products. Ad- 
dress Box H-44, American Lumberman, Inc. 


Need Indiana Representation? 
Executive with 20 years experience contact- 
ing Industrial Concerns, Government Agen- 
cies, Contractors, desi to rep t b- 
lished firms in building material field and 
General Merchandise. Cover Central Indiana. 
Addres Box H-50, American Lumberman, Inc. 


LUMBER & DIMENSION WANTED 


























Experienced in buying, estimating, collections 
and sales of building materials, lumber, hard- 
ware, resilient flooring. Would like responsible 
postition with visible opportunity fer advance- 
ment. Age 35. Write Box J-43, American Lum- 
berman, Inc. 


Estimator, Biller, Sales, Counter Trade, and all 
around lumberman, Chicago area. Address 
Box J-40, American Lumberman, Inc. 


$500 
PER 
MONTH 
Will buy the services of a young man 27 
years old. 
1. Actively engaged in wholesale lumber bus- 
iness for past 314 years. 

. Some active customer accounts. 
. Some active mill accounts. 
. Completely honest and reliable. 
. No objection to long hours or hard work. 
. No objection to travel (own 1593 model car) 
7. No objection to relocating 
Only a permanent job with a future will be 
given consideration. 


Write Box J-44, American Lumberman, Inc. 











Lumberman—age 53—has retired from lumber 
business three years. Wishes to connect again 
with concern, large or small, in midwest pre- 
ferred. Thirty years experience as manager, 
supt. and auditor of 15 vards. I will consider 
position as manager, estimator, or yard fore- 
man. I am well versed in all phases of the 
lumber trade, also in millwork and builders 
supplies. Salary only—no bonus. Address 
Box J-45, American Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 


DISTRICT SALES MANAGERS WANTED 
WITH BROAD LUMBER EXPERIENCE 

A large, nationally known Lumber Wholesale 
organization with Nationwide Distribution of 
all species of Eastern, Southern and Western 
Lumber wants several District Sales Managers 
for territories throughout the country. We 
want men with a proven record of real ac 
complishment in the sale of lumber and for- 
est products and with the ability to cooper- 
ate with and assist other salesmen. Do not 
apply unless your record as a lumber sales 
man is outstanding and your past earnines 
high because we expect to pay for top abil- 
ity in each of the territories where we have 
openings. We pay salary and expenses plus 
an interesting participation. We want men 
who know the ropes in the Merchandisina of 
Lumber—men with long experience—college 
men preferred. There is plenty of opportunitv 
to go places and become an important factor 
in our growing organization. 

If you think you are one of the men we're 
looking for, regardless of your location, sit 
right down and write us a complete letter 
selling yourself. Give us a good briefing on 
your lumber and sales career to date and 
indicate the starting salary you will expect. 
Your reply will be held in confidence and a 
meeting promptly arranged. Write Box J-27, 
American Lumberman, Inc. 








Plywood Shorts Wanted — mostly Fir or can 
use some hardwoods. Write or call us giving 
size and price of same. GEE LUMBER & COAL 
COMPANY, . 79th Street, Chicago, Ill. 
Phone Grovehill 6-7400. 


USED MACHINERY WANTED 








WANTED 
A used oil burner with boiler to operate a 
40,000" capacity dry kiln, with full equip- 
ment and guaranteed in good operating con- 
dition. P.O. Box 175, Lemoyne, Penna. 


WANTED — RAILS 


RAILS WANTED 
Any weight—Any tonnage 








W. iH. D co., INC 
2111-A Railway Exch. Bldg.. St. Louis 1, Mo 


STEEL RAILS 
Any Quantity—Anv Size 
MIDWEST STE CORPOR ON 
518 Dryden St., Charleston. : 








AILS 
New Relaying 
Always in market to purchase and sell all 
classes railroad equipment. 
M. K. FRANK 

480 Lexington Ave. Park Bldq. 
New York. N. Y. Pittsburgh, Pa. 
105 Lake St., Reno, Nev. 


BUSINESSES FOR SALE 


FOR SALE: Either control or entire interest 
in Lumber Yard located in the Calumet Re- 
gion. Annual business approximately $300,- 
000.00, with possibility of increasing to $600,- 
000.00 or more wit proper management. 
Inventory of ey $50,000.00; Equip- 
ment of $10,000.00; Rental property. To right 
party will amortize over a peri of years. 
If interested, please contact for personal in- 
terview. Address Box H-68, American Lum- 
berman, Inc. 


FOR SALE: Yard in good community in South 
East Nebraska. Good sheds and clean dry 
stock. Owner wishes to retire. Address Box 
G-56, American Lumberman, Inc. 











FOR SALE: Three successful lumber yards in 
prosperous and growing communities located 
in the West. Will sell all or separately. Owner 
wishes to retire. Further information will be 
furnished upon request. Address Box H-53, 
American Lurberman, Inc. 








Profitable Lumber Yard for sale. Northwest 
Illinois Industrial Area. Wonderful oppor- 
tunity for manager with $20,000.00 investment, 
partial interest. Address Box J-46, American 
Lumberman, Inc. 





FOR SALE — Small yard in Northern Agi- 
zona. Annual sales $85,000. Can be very prof- 
itable for an owner. Present absentee owner 
wishes to withdraw from business. For fur- 
ther information write Box H-64, American 
Lumberman, Inc. 
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BUSINESSES FOR SALE 


BUSINESSES FOR SALE 





WESTERN YARD FOR SALE 
A successful yard in the “Big West’ of Mon- 
tana where outdoor life and business can be 
combined. Established 40 years. Owner re 
tiring. Volume $100,000 to $120,000. Address 
Montana Retail Lumbermens Association, 107 
East Main Street, Missoula, Montana. 


RICH TEXAS GULF COAST 
Well eotlbtiahed lumber and building mats 
rials yard located between Houston anc 
Corpus Christi, Texas. Annual sales cve 
$300,080.00. Inventory about $45,060.00. New 
modern office and plenty of shed space. Ad 
dress Box G-28, American Lumberman, Inc. 





DOWNRIGHT BARGAIN—valuable real estate 
of The Marion Lumber Co., 200 Oak Street, 
Marion, Ohio. Must be sold to complete li 
quidation and purposefully priced to effect 
quick results. Around 31 acres...good build- 
ings just one block from 100% Business 
District and magnificent new $2,000,000 Shop- 
ing Center now under construction. More 
than 1200 feet of siding on site. Ideal for 
wholesale or retail operations relating to the 
whole field of building supplies oor other 
interests. Investigate this promising cppor- 
tunity and make us an offer. Write Karl W. 
Schell, Liquidating Agent, 200 Oak St., Mar- 
ion, Ohio. 


FOR SALE 
AT SACRIFICE 


We are discontinuing our Hardwood Depart 
ment and offer for sale our concentration yard 
at Andalusia, Ala., said to be one of the best 
in the South. 


Excellent location for supply of both Hard- 
woods and Yellow Pine. 


Large Storage Sheds; excellent stacking and 
drying facilities. Private spur track and load- 
ing dock will accommodate six cars. Plant 
on paved highway. C let t in 
top condition ready to start immediate opera- 
tion. 





Priced for quick sale. Terms to responsible 
purchaser. 


For further particulars communicate with 


A. W. STICKLE 
NO. 1 N. E. FIRST ST. 
OKLAHOMA CITY, OKLA. 


A REAL OPPORTUNITY IN TAMPA, FLA. 
A lumber and millwork business under same 
ownership since 1908 is for sale. Founder re 
cently died and heirs want to liquidate. A 
completely equipped millwork plant as well 
as remilling plant together with a going re- 
tail lumber yard. Land, improvements and 
equipment can be purchased at a most reas- 
onable liquidating price for cash. 

Write - wire- or call 
J. L. Hearin, Realtor 
P. ©. Box 1456 Telephone 2.8428 
Tampa, Fila. 

Established lumber yard in Texas’ Magic Rio 
Grande valley. Only yard in town located in 
center of large agricultural and resort area. 
Railroad siding. Large storage and office fa 
cilities. Buildings in good condition. Net 
profit for 1952—$20.000. Awerage net profit 
for last three years—$17,000. Reason for leav 
ing—owner’s health. Buildings, land, deliv 
ery truck, yard and office eauipment and 
supplies—$25,000. Inventory $35,000. Cash 
or terms. Address Box J.47, American Lum 
berman, Inc. 

For Sale—One large—two small yards in So. 
California. Will pay self out in 5 yrs. Over 
$800,000 annual sales. inv. about $225,600. 
Will lease or sell real estate. Write for par 
ticulars. Toe Tardy, 639 S. Arden Blvd., Los 
Angeles 5, Calif. 





8 RETAIL YARDS FOR SALE 


You may select from any of our 8 differen’ 
midwestern retail yards. If you can answer 
these questions, we can help you enter or 
expand your lumber and building material 
business. 


1. Approximately what cash investment? 
2. Intend to manage business yourself? 
3. Location or any other preferences? 


With this information, we can direct you to 
the business which a fits your needs 

rite now to STRIEB REALTY (LUMBER 
BUSINESS SP IALISTS), 210 Westport Road, 
Kansas City 11, Missouri. 


But_pInc Propucts MERCHANDISER 


lumber yard, 100 miles southwest of 

Located on major highway, near business 
center ef prosperous city of 25,000, in rich 
farm area. New modern buildings and show 
rooms. ~—— onal opportunity for right man 
—$20,000 wi. ‘a and and buildings plus 
inventory. Being account partnership 
dissolution. See this before you buy anything 
7 Address Box J-35, American Lumberman, 

c. 


FOR SALE--Well established ‘profitable “retail 
go. 





YARD FOR SALE 

RETAIL LUMBER, hardware and onal 
Excellent locati Coal = 
track equipment on the L&N R.R. Go. Pitty 
miles south of Cincinnati, Ohio, between Fal- 
mouth and Cynthiana, Ky. Good profitable 
a and can be increased. Been tn business 

ee Will sell with inventory or 
wtheut. . L. Hardy, Berry, Ky. 


PROMPT SHIPMENT 








LUMBER & DIMENSION 
FOR SALE 


West Coast Kiln Dried D. F. Industrial Clears 
in all standard rough sizes. All stock shipped 
on guaranteed weights with WCLA inspection 
certificate. 
CASCABDIAN COMPANY, INC. 
Box 12. >» nee Oregen. Phone 5-6312 


ons SERVICE TO DEALERS 
or LCL shipments 








Hardwood and Softwood 
Architectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





“MITER FAST’ CORNERS 
(2” wide, heavy gauge Aluminum) 
BEVEL SIDING 


Vox6 7Vec resale 
x8 Bl2c resale 
5x8 8lec resale 
4x8 Bloc resale 
14x10 Sc resale 
5x10 Sc resale 
Vax Sc resale 
%x12 lle resale 


DOLLY VARDEN SIDING 


Vax5V 
4x74 
5x7 


7\oc resale 
Bloc resale 
8l4c resale 


HOSKING PAPER & SUPPLY 


P. O. Drawer 43 Wilmette, Tl. 


BUSINESS OPPORTUNITIES 


Exceptional opportunity for capable aggres- 
sive young man or corporation. Manufacturing 
forest products, fine location, N.W. Wisconsin. 
Some capital required. Send qualifications to 
Box J-38, American Lumberman, Inc. 








Wanted: Millwork Estimator and Shop De. 
tailer by medium sized Sash and Door Plant 
specializing in School and Commercial Detail 
Millwork — Twin City. Minnesota territory. 
Substantial interest in business for sale to 
qualified person. Address Box J-48, American 
Lumberman, Inc. 


LUMBER & DIMENSION 
FOR SALE 


Kin Dried Doug Fir Industrial Clears, all 
sizes, from our plant. 
Millwork Blanks Cat Stock 
Ladder Rails & Parts Mouldings 
Your inquiries answered promptty. 
Al Clements Lumber Co. 
PO Box 908 


Eugene, Oregon 
TWX EG 049 








Tele » 3317 


FOR HARDWOOD PALLETS, ‘industrial erating 
dimension, radio cabinet skids and similar 
products send us yeur inquiries. Cortmth 
Hardwood Co., Bristel. Tenn. 


FOR SALE 
approximate, dried cottonwood 
lumber. 
110,000’ approximate, dried hard maple 
and oak lumber. 
Desire to sell as one lot. Have discontinued 


operations. 
M. E. Lawrenz 
4431 West Division 
Chicago 51, Ill. 
Telephone Spaulding 2-4200 


134,000’ 


MISCELLANEOUS 
FOR SALE 


CARPENTERS APRONS 
Write for prices and intormation 


THE MINNESOTA SPECIALTY CO., Inc 
Minneapolis. Minn. 








Advertising Yardsticks 


Bassweod, 2-color. Same price l-calor. 
Also Paint Paddles. Immediate shipment. 


491 } BS aS a 
USED MACHINERY FOR SALE 


Located in southern Illinois 3 -—- 62.5 
Cummins Diesel generator sets, 220 v. 3 ph. 
60 cy. Cummins Diesel engine 65 HP, 
600 Cummins Diesel engine model 1-600. 
Address Box J-34, American Lumberman, Inc. 











We are changing to a 60x60" Carrier and 
Lift Truck package and have the following 
54x54" equipment for sale: Three Series 
70-6657 Ross Straddle Carriers, 1951 model, 
each with operator’s cab and steering wheel 
guards, F6209 Continental motor. 


Also Two 1950 Model 10-H Ross Lift Trucks, 
one 20’ and one 24’ lift, 54” forks, adjustable 
side-shifting carriage, operator's guard, with 
all standard equipment otherwise added. 


Machines in splendid shape—now being used 
regularly. 


HUSS LUMBER COMPANY 
2301 N. Racine Ave. Chicago 14, Illinois 


FOR SALE 
One 100 H.P. slightly used Diesel Motor. 


One Fisher-Davis O ball-bearing sawmill, 3 
headblocks. 


Two 54” insert saws. 
One Fisther-Davis 3-saw 36 Edger. 
60 ft. 6° Leather Belting. 


One new Walker-Turner Cut-off Saw with 2 
saws. 


i Cletrac tractor. 


M. E. Lawrenz 


4431 West Division 
Chicago 51, Ill. 


Telephone Spaulding 2-4200 


For Sale: One UDI4 Diesel power unit Inter- 
national with clutch and flat pulley, $1500. 
Almost new Tower 28” - 2 saw inserted tooth 


edger, $300. 


©. W. Houts & Son, N. Buck- 
hout St., 


State College, Pa. 
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J. NEILS LUMBER 
COMPANY 


Since 1895 


Manufacturers of Highest Quality 
Forest Products 


IDAHO WHITE PINE 
PONDEROSA PINE - DOUGLAS FIR 
LARCH » ENGELMANN SPRUCE 


MILLS: Libby and Troy, Montana; Klickitat, Washington 
SALES OFFICES: New York, Chicago, Minneapolis 








Reduce Delivery Costs 
and Speed up Deliveries 
with 


Load or Unload a Load 
or Half Load at a Time 
Complete Beds Shipped KD 


Easy Assembly & Mounting 
Write, wire or phone for Catalog end Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MQ. 
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For Hardwood Floors 








\W, hen your customer says, “I want the best in hardwood 
floors,” supply him with Royal Oak Flooring — and he’s 
your man! Stabilized at correct moisture content, precision 
machined, with tongue and groove uniquely designed to draw 
up without forcing, Royal Ook Floors stay smooth... always 
. .. Royal’s advanced drying method preserves natural texture. 
This eliminates case hardening, and assures even absorption of 
penetrating finishes which accent ook’s superb grain and figure 
to provide a floor of rare and lasting beauty. . . . Clearly 
labeled for grade, certified to Crossett standards by our 
registered Trade-Mark, Royal Oak Flooring brings you 
pedigreed best for the best. 





at Their 


CROSSETT 


LUMBER COMPANY 
CROSSETT, 
ARKANSAS 
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Lumite* window screening won’t rust, corrode or stain... 
needs no protective painting . . . is quick and easy to install. 
Every day, Lumite wins new friends in new construction and 
in the replacement market with home owners everywhere. 
Why not display Lumite and win new friends for vour store? 





